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More Profits from Hardware 


Here are some tested tips on inventory control, dis- 
play and merchandising that will ring up more sales in 
your hardware department. Pages 33-50. 





SASH CORD 


A auality cord priced to sell in volume Con 
nected 50 (| and 100 ft hanks individually 
packaged in polyethylene bogs 1200 11 and 
2400 tt. coils pockaged in dispensing disploy 


carter 


mde 


TWINE ASSORTMENT 


This i¢ one of many King Cotton Assortments 
( es you o wi variety of twine with no 


nventory oroblem Balls ore 25¢ sellers 
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CHALK LINE 


Tepe auelity, displey peckoged Mason's Line 
Leyout Line, Furring- Out Line, Tile-Setting, 
etc. A staple, yeor round selier 





BRAIDED MASON’S LINE ¢ CLOTHES DORYER CORD 


Extra strong, A cord especialiy designed for replacement 
vse on clothes dryers Three 50 ft connected 
hanks moke flexible sale unit 


A good all yeor round seller 
non-kinking, non-raveling Mason s Line, Chotk 
Line, Awning Cord, etc 


DRAPERY CORD and 
VENETIAN BLIND CORD 


ideo! put-up for the home replacement market 


NYLON MASON’S LINE 


00% NYLON, twisted or braided. Excellent 
for Mason's Line, Cholk Line, Plumb Line 
Pull Cord, Drapery Cord. 100 ft. spools in i Handy coils, cellophane wrapped, disploy 
display box. Many other put-ups ' packaged, all standard colors 


CLOTHESLINE | SNAP-SACKS 


The best grode thot’s priced to sell in volume These SNAP-SACKS are mode from heavy 
Connected honks individvolly pockuged in . gauge polyethylene with on elastic Help 
polyethylene bogs ied Yourself’ top. Mason's Line, Butcher's Twine, 
Choik Line, Wrapping Twine, Jute, india. 
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Be sure to send for 
our complete catalog. 
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JOHN H. GRAHAM & CO. INC. 
1065 DUANE STREET, NEW YORK 8, N.Y. 
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Now: INCREASE YOUR NAIL SALES 


with Self-Selling USS AMERICAN Pre-packaged Nails 


Here's what USS AMERICAN Pre-packaged Nails 


do for you: 


They are easier to handle no weighing or wrapping 


necessary 

Easier to stack—cumbersome bins « liminated 
Make an attractive self-selling counter display 
Cut inventory—increase turnover 

Eliminate stock loss and waste 


Tell the customer everything he wants to know about 


nails 


Here's how the box tells the story: 


Printed on every box is an actual-size picture 





of the nail, the weight of the box, approximate 
number of nails in the box, and an illustration 
of the ten different sizes and styles of nails that 
are available in these handy packages. USS 
AMERICAN NAILS come in three weights 


one-pound, two-pound, and five-pound boxes 


Start NOW to handle these sure-fire, fast-selling, 
packaged nails. Customers can't resist them—buy 
them on impulse. A complete set of sales aids, in 
cluding floor displays, window banners, newspaper 
mats, etc., is available to you when you stock 


USS AMERICAN NAILS 


For further information on USS AMERICAN 
Pre-packaged Nails, see your jobber, or write to 
Market Development Department, American Steel 
& Wire Division, Cleveland, Ohio 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 


JINITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN FENCE AND WIRE PRODUCTS 
UNITED S$ TAT ER ee Vs ae 
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IO is the Yeanto Tix / 


stock this washington, line 
“come-to-you” storage hardware 
for your OHI customers. 








REVOLVING 
commie FRUIT & VEGETABLE BINS fw VAR META: FOOD DRAWERS 
SHeves 


Kitchens become clean, efficient work centers—functional in every way —wit' 
Washingtong Line “come-to-you” storage. Revolving Corner Shelves that utilize 
that normally “dead” corner space; Fruit and Vegetable Bins with proper 
ventilation; Swing-Up Mixer Shelf Hardware located at convenient working 
height and White Baked Enamel Food Drawers for sugar, flour, bread and 
pastries, make kitchens easy to work in. All these items can be incorporated in 
present wood cabinets, easily installed and conveniently arranged to give 


maximum kitchen efficiency with a minimum of effort 


4 handy store display demonstrating the above items plus other 
Washington” storage hardware may be obtained from your jobber. Ask 
him about the No. 500 Display 


For more information about “Washington” “come-to-you" storage 
see your jobber or fill out coupon below and mail to manufacturer 


WASHINGTON STEEL PRODUCTS, INC, DEPT AL-10 
1940 East I1th Street, Tacoma 2, Washingtor 


Gentlemen: Please send me complete information on the Washing 


WA y a4 4 iva GTO N Li N i Line “‘come-to-you” storage and where | can obtair 


this area 





Washington Steel Products, inc., Dept. AL-10, Tacoma 2, Wash NAME 
ADDRESS 
ZONE 
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EDITORIAL ACHIEVEMENT 
industrial Marketing Magazine's first-prize award 
for the best original research for an industry 
Cited for store merchandising series 


ESTABLISHED 1873 


American Lumberman and Building 
Merchandiser is published every othe 

day by American Lumbermar 

Clark St., Chicago 2, Ill. Subscrir 

year, U. S. and Canada, $4 (26 

for two years $8 for + ee years f 

$15 for one year. Single current copy 
back copies, $!, except Dealer Products File 
which is $2. Entered as second class matter 
October 2, 1946 at the Post Office at Ch 
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SPECIAL HARDWARE SECTION 
The Swing Hardware 
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How to Sell More Hardware to Builders 
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Branch Stores: Boom Hardware Sales 
Two dealers find success in suburl 
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Industry Recognizes Dealer's Key Role in Hardware 
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Dealer Locks Up 400 Lockset Sales 
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FEATURES 
The One Big Issue 
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What can hay 


wnen we vote 


Sian Gets Attention 
Unu ) nney A 
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Portable Bus Stations 
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Self-Service Trellis Display 
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A Post Can Be a Display 
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Newscast New Products 

News What's Your Answer 
Washington Report New Equipment 
Editorial Page Sales Aids 
Manufacturer News New Literature 
Dealer News Classified Ads 
Lumber Market What's New Coupon 
Lumber Prices Advertiser's Index 
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UTILITY AND 
ECONOMY GRADES will do these Jobs Right 


You can sell Rosboro’s Utility and Economy an d save money 


grades with confidence because 
¥ Cut from Old Growth Timber 
¥ Kiln Dried 

¥ Stored Under Cover 


Double End Precision Trimmec 
ROSBORO LBR 


Grade Marked 


uTit [i JECON ee 


they ore: 


Roof Boards — 
Util and Econ 


{ Ceiling Joists — | — 


Util 
ROSBORO LBR 


—— Rafters 


Util 


—— Studs 


Util and Econ 


JS subfloor 


Trademarked ROSBORO [- Htil ana Econ pp “ Util and Econ 
2 BOR Z 


Available in Mixed Cars 


M rite for this free booklet 
tells where and how to use 
Roshoro t tility grade silo 


best adcantage 


é nay 
ROSBORO LUMBER CO., Springfield Crean ne 


Please send a copy of the booklet Utility is the 


Word for Lumber to 


Nome 
Address 


City Zon State 


WESTERN RED 
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Util and Econ 
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Sheathing ~ 


Floor Joists 
Util 


~ Bridging 


Util and Econ ; Util and Econ 





~~, 


KAY 








CEDAR ee Ca WEST COAST HEMLOCK 


DOUGLAS FIR 


oupon, page 106. 





NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Hysteria grows on mortgage problem. 

“Mortgage money crisis" were the words recently used by the National 
Association or Home Builders to describe the tight money situation on loans for 
new construction. Their news release had the tension of a state document with 
the names of cabinet members freely sprinkled in the text. 

President Eisenhower, George Humphrey, the secretary of the treasury, other 
top officials had evidently been approached or perhaps hounded would be a better 
word. The final results of all this pressure was a disappointing series of 
rulings with meaningless lowering of down payments on homes under $9,000. 











Hands-off policy evident by government. 

Politics and other reasons have been discussed by builders as reasons for 
the government's stiff attitude. Yet in all fairness it's a fact that 
investments in this country are running ahead of savings. Inflation, too, is 
becoming more serious and must be faced squarely. 

The Federal Reserve and the President's Council of Economic Advisers have 
flatly opposed special treatment for the housing industry. Obviously they have 
Strong influence on the President and his cabinet. As we see it the builders 
have made the old college try and must look elsewhere for help. 





Dollar volume vs. start figures. 

August starts were somewhat encouraging, 101,000, about the same as July, 
making the seasonally adjusted annual rate 1.1 million. There is some feeling 
that August starts reflect somewhat easier credit earlier this Spring. 

Dodge contract awards for future contracts in August were up 5% over the 
previous year dollar-wise. And in the first eight months the total was $7.5 








billion, 1% over the corresponding period last year. This covers just 37 
States and some of the sharpest declines have taken place in western and 
southwestern states. Nationally volume is off 18% in dollar amounts. It's 
generally agreed that larger homes are compensating somewhat for fewer starts. 


The housing prospects just ahead. 

Dealers and builders have been disappointed this year as housing declined. 
Yet 1.1 million starts and frequently more expensive houses isn't a bad housing 
year. There is nothing we see ahead to Suggest that next year the emerging 
pattern for building will materially change. About 1 to 1.1 million homes Seems 
logical for 1957. 

The pattern we speak of includes even more conventional loans, larger but 
fewer homes and a continued decline for large speculative builders. For the 
record, we believe, most of the noise coming out of NAHB is generated by big 
builders who have relied largely on minimum or no-down payments to sell thelr 
crackerboxes. 











The dealer situation for 1957. 

Competition, many say, will increase next year because there will 
bidding for available house jobs. It is our impression that this might be true 
if the majority of retailers concentrated entirely on new construction. There 
are indications, however, that many dealers are turning more to remodeling and 
cash business as a sensible modification of their present operations. 

Repair and remodeling is already booming and is estimated at $15 billion 
this year, exceeding for the first time the value of new homes. It's up a 
whopping 25% from last year. And yet it's apparent that this volume is coming 
without strong sales promotion at the retail level. If just half of the some 
50,000 lumber dealers in this country began a concerted effort for this type of 
business, the results could be sensational. 

Pickup, cash business offers another opportunity for increased sales. The 
comment “nickel and dime business" is heard less often nowadays because the 
principles of dealing with the public are becoming better understood. If 4 
dealer is serious he can work it out and his growing store traffic usually 
to more substantial orders over a period of time. 
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VA Appraisals Increase 


The Veterans Administration 
ported proposed home building under 
ite oar program showed a slight 
upturn in August 

The V.A. said builders submitted 
requests for appraisals of 36,518 pro 
posed houses last month. This was a 
hade higher than the 34,634 units 
on which appraisals were requested 
in July but well below the 55,974 units 
of August a year ago 


Business Loans Up 


Loans to busine by leading New 
York banks rose for the sixth succe 
sive week. A $69 million jump in the 
week carried the total outstanding to 
a new high of $10,762,000,000. That's 


BUILDER URGES 


A leading home builder has advo 
cated a new government agency to 
ease the pinch on housing credit. At 
a forum arranged by the Chicago 
Metropolitan Home Builders Associa 
tion, Nathan Manilow, the associa 
tion’s national legislation committee 
chairman, proposed a “central mort 
gage bank” to supplement the Fed 
eral Home Loan Bank and the Federal 
National Mortgage Association 

Manilow’s new agency would buy 
mortgages and then issue debentures, 
backed by the government, which 
could be purchased by pension and 
welfare funds, many of which are 
controlled by labor unions. Such funds 
now can buy only a limited amount of 
mortgages but can buy government 
ecurities without stint. It would be, 
n effect, a super “Fannie Mae”’—as 
the Federal National Mortgage Asso 
ciation is called 

Manilow’s plan is important as a 
key to builder legislative planning 
NAHB suggested a similar plan last 
week which did not go as far as Man 
low'’s. Unlike other builders he does 
not think higher interest rates on 
FHA and GI mortgages would help 
He wants more money at the same 
rates, and he believes opening the 
door to welfare funds and pension 
funds would do the tricl 

Housing, Manilow argues, is a 
“sociological” and “service” industry 
and therefore should not be forced 
to compete with big corporations such 
as American Telephone Co., and with 
toll roads. He says the government’s 
new limited relaxation of terms on 
lower-priced homes will have littl 
effect 


1957 Housing Forecast 


The nation’s booming construction 
industry which is expected to set an 
all-time record this year will establish 
another new record in 1957, one of the 
industry’s spokesmen has _ predicted. 
Board chairman Melvin H. Baker, Na- 
tional Gypsum Co., termed the indus 
try’s long range outlook “staggering.” 
He estimated that by 1965 construc 
tion will reach the $68 billion mark— 
$9 billion above the $44 billion pre 
dicted for this year. 

Baker said that in his construction 
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an increase of $1.5 billion since the 
start of 1956. It’s $2.2 billion above 
the year-earlier total 


Johns-Manville Expands 


Johns-Manville Corp., big manufac- 
turer of building materials, plans to 
raise more than $30 million to finance 
expansion and bolster working capi- 
tal, L. M. Cassidy, chairman, said a 
registration would be filed with the 
S.E.C. shortly for 650,000 additional 
common shares. Manville proposes to 
offer the stock to present holders in 
the ratio of one new share for each 
10 held 


“SUPER FANNIE MAE" 


forecast he has “taken into account 
the decrease in housing starts which 
is hurting the industry.” According 
to the latest estimates,” he declared, 
“builders throughout the nation will 
have started about 1,070,000 units by 
the end of this year; a decrease of 
about 250,000 under 1955.” He said 
there are indications that housing 
tarts will continue at the present 
level until well into 1957 and then 
pick up to a higher level. 

Baker commented that the decline 
in new home construction does not 
indicate that the market is saturated. 
“We merely have to consider the 
population surge to realize the market 
potential is ever increasing.” He fur- 
ther stated that a recent survey indi- 
cates that about 2,250,000 families are 
now seriously considering the pur- 
chase of a new home by the early part 
of 1957 


Freight Tops 1955 


Rail freight traffic topped the like 
1955 period for the first time since 
the steel strike ended early in August 
Loadings rose to 820,666 cars. This 
was 141,055 cars, or 20.8%, above the 
preceding week, which included the 
Labor Day holiday. It was 3,423 cars, 
or 0.4%, above the corresponding week 
last year. Freight volume was sub- 
stantially increased by a sharp upturn 
in coal shipments. 


CHECKING reports of 
their respective com- 
mittees for the third 
annual NRLDA exposi- 
tion in Chicago, De- 
cember 10-13. Left to 
right, Robert A. Jones, 
clinic chairman, ‘What 
the Women of America 
Want in Housing." 


Watson Malone iil, 
general chairman of 
dealer clinics; H. W. 
Blackstock, chairman, 
OHI clinic 


October 18 
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Living Cests Drop 


Living costs dropped 0.2% in Au- 
gust after going up six months in a 
row. At the same time, factory work 
ers’ take-home pay climbed to a new 
high. The decline in consumer prices 
was due chiefly to a 1.5% decrease in 
food costs. It carried the govern 
ment’s index to 116.8% of the 1947-49 
average, where it was still 2% higher 
than a year ago 


Fall Paint Outlook 


With the Fall painting season unde1 
way, most producers express a general 
feeling of optimism, looking forward 
to an early upturn in the amount of 
replacement orders in the market. 

Wholesalers and dealer stocks of 
mixed goods are believed to be quite 
heavy, especially exterior coatings, 
and a more sustained upturn in retail 
sales of mixed goods will be needed 
to materially reduce store inventories, 
it is believed. 


Record Employment 


Federal prophets foresee lofty em 
ployment, es factory work-weeks, 
record weekly paychecks. They figure 
the jobholder total heads for a Decem 
ber record of 65 million. That’s nearly 
a million over 1955’s high for the 
month, four million above December, 
1954. The seers expect solid cushions 
for autumn’s seasonal employment 
dip. 


Officials look for big auto plant re 
hiring to start in mid-October as ’57 
models get moving. They reckon farm 
equipment layoffs won’t worsen fur 
ther. The forecasters say coal’s come- 
back should keep mine-town employ 
ment up, though some textile areas 
may drop back to the depressed class. 
Factory gains will help offset dwin 
dling farm jobs after harvest time. 


The prophets say the average fac- 
tory worker’s weekly wage will likely 
top $80 for the first time in December. 
They predict the average work-week 
will stretch to 41 hours then, up from 
around 40 hours at last count. 
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NEW Deluxe Fixkit 
Contains %* Drill, Geared Chuck & 
Key, 7 Drill Bits, Horizontal Stand, 
Grinding Wheel, Polishing Pod & 
Wan, Buffing Pad : only 
Compound, Arbor, 


NEW Saw, Drill & Sand Kit 


Contains new Ye" Drill, Geared 
Chuck & Key, Sow Attochment, Sand- 
ing Attachment, Steel Case, 2 easy 
to-build Project — only 

terns, (Step-stool an 
Foldaway Workshop), 


Sanding Discs, —. $3435 


Pad, Stee! Case. 
Your customers save $4.00 


$5933 


Your customers save $12.25 


with a complete line of Black & Decker Tools aimed at 
your prime market, the homeowner! Backed by the big- 
gest consumer advertising campaign in power tool history. 


Steve Allen and Dave Garroway 
start on November 23 and sell for you 
through December 20. Their shows, Today 
and Tonight, will reach 80°) of all TV 
sets in the country. 


=e 4 Bich Pt 00 ty 


Magazines reaching 1 out of 3 families 
in your neighborhood. Life, Reader's Digest, 
and Better Homes & Gardens will tell your 
prospects how they can have 
get more done with Black & Decker 


more fun, 
7 ool 5. 


Newspapers — your 
Big newspaper ads in over 100 cities with 
free dealer listings available. Ask your 
wholesaler for details. 


neighborhood! 


Ask your wholesaler sales- 
man how you can stock up and 
full profit by using his 
liberal dating plan. For more 
Operation Snowball” details, 
write to: THe BLAcK & DECKER 
Mra. Co., Dept. H-310, 
‘Towson 4, Maryland 


get 


Plus attractive store displays 
to remind your customers that 
the most famous line of power tools. . 


Black & Decker! 


you sell 


‘Tools-Electric” for Nearest Wholesaler 


"Tl O Bich Decker: 


Visit our Booths Nos. 97 & 1 12 at the National ’ ' 
rtable electric | 
Hardware Show, The Coliseum, New York City... Oct. 1 thru Oct. 5. World's largest maker of portab waar 


Look in the Yellow Pages under ' 


Saw Attachment 6" 


$14.95 


Bee eee ia mame U-10 Jig Sow 
$54.50 
~ 


=. 
|, A 


Heavy-Duty Sew 
$64.50 
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Heres window beauty that. 
says.this is a quality home 

































































Here's a dining room with a magnificent 
Flexiview and Flexivent Units. The Flexivents ope 
fresh air. Yet they close tight to form a weatherpt 
walls and windows... Andersen WINDOWALI 


sulating, beautiful wood. Yes, the charm and beau 


quickly convince customers that homes are q 
For further information on sales opportu: 
see your Andersen distributor or writ 


WINDOWALLS are sold throughout the cour 


ANDERSEN CORPORATION 
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for things to see 
at the 


NRLDA show, 
don’t miss the... 


POWERNAIL 


demonstration 
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MEET YOUR LOCAL 
POWERNAIL REPRESENTATIVE 


STOP AT 
BOOTH NO. 


G12 


MONTANA 
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NEWS in BRIEF 


THREE COMMITTEE 
chairmen who reported 
at a meeting of the 
NRLDA exposition com- 
mittee in Chicago. Left 
to right, Paul R. Ely, 
budget chairman; T. 
Merritt Ludwig, chair- 
man, Ready-Mix Clinic; 
W. B. Kennedy, Jr., at- 
tendance chairman 


(begins on page 8) 


NRLDA READY-MIX CLINIC 


“Opportunities in Ready-Mix” i 


the subject of a new clinic, which ha 
been added to the NRLDA expositior 
in Chicago, December 10-13 

This clinic will be under the chair 
manship of T. Merritt Ludwig, exec 
utive vice-president, Merritt Lumber 
Yards, In Reading, Penna. Panel 
members will include a representative 
of a truck manufacturers association 
and three lumber dealers representing 
small, and medium-sized operations. 
The panel is scheduled for a luncheon 
Wednesday, December 12 at the Am 
phitheater. 

The clinie will consider facts that 
are important for a dealer thinking of 
entering the ready-mix field. The re 
tailers will hear that the profit return 
for the nation as a whole is now from 
8-10%. Also that leads from ready 
mix develop new business and tie the 
contractor closer to the dealer. 

There will be a review of all the 
data important for a new ready-mix 
dealer. Covered will be market anal- 
; raw material supply, location of 
the plant and other vital factors. Then 
the panel will discuss types of plants 
including central mix for the poten 
tially large dealer, transit-mix for the 
medium-sized dealer and _ portable 
batching plants for the small or part 
time dealer. Government regulations 
and the trucks which are most suitable 
will reviewed 

Personnel for the new plant will not 
be neglected. The pane! will tell how 
to find experienced men or how to de- 
velop them with on-the-job training. 
They will explain how cement manufac- 
turers can help in training new men. 

Finally the clinic will present ideas 
on financing a ready-mix plant includ- 
ing a new cooperative plan, where 
several dealers jointly own the plant. 
Not overlooked will be alternative 
plans, including buying from a large 
wholesale ready-mix company and 
dealer ownership of the plant. The 
various types of ownership will be ex 
plored, Both bank financing and pay 
as-you-go will be covered 


YsSis, 


also be 


Fir Plywood Off Again 


The weak fir plywood market has 
fallen to a new low and several indus- 
try spokesmen said sharp production 
cutbacks and layoffs “are imminent.” 

Georgia Pacific Corp. announced a 
reduction in prices on standard fir ply 


tober } 


195¢ 


wood to $67 a thousand square feet. 
The price dropped to $72 at the mill 
this summer, but orders continue to 
trail production and surplus stocks 
have accumulated at mills in recent 
weeks, 

The $67 price for quarter-inch AD 
index grade represents a drop from 
$90 earlier this year. For different 
grades the new price cut ranges to as 
much as $17 per thousand on three 
quarter-inch AD—from $159 to $142 

and $15 on exterior—from $176 to 
$161. 

Other companies were holding meet 
ings to discuss prices and one industry 
leader said: “This could turn into a 
real price battle before production is 
trimmed to market demand.” 

Orders for Douglas fir plywood con 
tinued to trail production in the week 
ended September 15 with output lead- 
ing by 11,500,000 square feet. The in 
dustry’s unfilled order file dropped an- 
other 8,000,000 square feet to a level 
equaling 2.3 weeks of current indus 
try capacity 


Lumber Near ‘55 Peak 


The reduction in home building this 
year, stemming primarily from tight 
ness in the mortgage money market, 
has slowed down the record pace set 
by the lumber industry in 1955, but 
sources in the trade predict that 1956 
will nevertheless be one of the best 
years yet. 

While housing starts have been 
fewer, the size of the houses and the 
resultant use of lumber in each have 
been growing. Other bright factors 
in the outlook for lumber are the 
booming industrial and public con 
struction, the continued high rate of 
furniture production, and the large 
dollar volume of business 

Expectation for 1956, based on the 
lumber industry’s performance for the 
first seven months, are that production 
will reach 87.5 billion board feet, off 
about 4% from last year, but above 
the 1954 total. 

Consumption, including imports, 
although it will not reach the 43 bil- 
lion board feet mark set last year, 
may well turn out to be at one of the 
highest levels yet, around 40 billion 
feet. 

In dollar volume, the industry will 
be much closer to last year’s totals 
as a result of higher prices 
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SAR 


BumpInG Propucts 


You have so much more to offer 
in new Sargent SENTRYLOCKS! 


.more design possibilities than you ever im- 
agined! A thoroughly satisfied customer with every 
purchase! 

... 19 lock functions! 5 beautiful finishes! 
new features that simplify installation! 

The new Sentries conform to Federal Spec. FH 
LOGA, ‘Type 160 for bored lock and latch set 

Ask your Sargent upplier to show you this 
great new Sargent line. Or write direct to Sargent 


& Company, New Haven 9, Connecticut, Dept. 3K 


DARIEN 
CLINTON 


WESTPORT 


KENSINGTON ” HAMDEN 


; ENT LOCKS. of a well built house“ 
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America’s Most Complete Line for 


' i") WEATHER -SNUG HOMES 


MD 


MACKLANBURG - DUNCAN CO 





WEATHER STRIP 


\ Sets for windows 
) WEATHER STRIP v AG ) Handy to buy, handy to use, Here in one attractive pack- 
I-- This Y i i 


complete package unit means j 3 age is a complete M-D Numetal Weother Strip set fer a 
easier handling for you . . . easier *— ; p single window, Available for all standard 6", ', 22° 
installation for your customers, M-D a oY and 36 double hung windows. M-D packaged sets save 
Numetal door sets are available with Y | selling time...cut handling costs...make inventory easy. 


regular door bottoms or with threshold 
and exposed heok,. 


WEATHER STRIP 
DOOR BOTTOMS : This stainless steel or 
NY 4 bronze coil weather strip 
Made of extra thick wool j is packed two ways — six 
felt and heavy gouge stain- OPM ne penal 18 ft. rolls in free display 
less steel, brass or olum- oP ; ; carton, or in 100 ft. individ. 
inum, Stonderd lengths— vol coriens 
20", 30°, 32°, 96°, 42° : 
and 48°-—packaged Yy doz. 
seme length te carton, 
Special lengths available. 


——— UU 
BUILDERS 
vality and dependability always DEALERS 


ber , 
oducts. Sold by hardware, tome 1 Your order shipped so 


the Order Teday 
supply dealers throughout ; d! All M-D products are fost 




















For highest 4 me day it 
specify M D pr 


and building 


sellers, 


is receive 
country! nationally advertised. 





‘s 
 ancmsanene: ONAN 1 


WEATHER STRIP 


Easiest in the world to put on 


This easy-to-put-on weather strip makes 

friends as it makes you profits. Works 

perfectly on windows, storm sash or doors. 

Made of wool felt and white metal. Each 

individual carton contains one 18 ft. roll 

with nails and instructions. Packed 12 car- 

tons in display case. 
This free, colorful dis- 
ploy case tokes very 
little counter space 
: but does a 
big job of selling. 


vad) c@carD 


mACKLAN 


- Automatic 


DOOR BOTTOM 


Here's the perfect automatic door bottom and draft 
eliminator for All doors. Completely solves old 
problem ef clearing rug or floor every time door 


snugly against 


UP avo. 


matically to 


opens. Easily installed on right or left hand door. 
Smartly designed with silvery-satin finish — will not 
rust er tarnish. Furnished in standard lengths— 
28”, 32”, 36", 42” and 48” Packed in individual 
cartons, 


Mi (ALK 


CALKING COMPOUND 


World's best calking 
compound available in 
loads, with or without 
nozzlie...hand 
squeeze tubes. . . or 
Yq pt., pt., at. and gol, 
cons. Also 5-gal, and 
55-gal. drums—gun or 
knife grade. 


—— 


CALKING 


Lfompound 


MACKLANBURG-DUNCAN 


OKLAHOMA CITY 


clear carpet 
easily when 


door opens. 


mac Di nnesne ON 


GLAZING COMPOUND 


You can recommend 
this glazing com 
pound with com 
plete confidence 
thet it always "stays 
put.’ Packed in '% 
pl. pt. and ai 
cons, 25 Ib., 50 Ib., 
100 jb., and 880 
ib. drums, 


ED 
GLAZING 


Compound 


OKLAHOMA 


Leaders in the Building Specialty Field for 35 years! 


») MNu-Glaze ) wD, 


ee ODOR CHEAT 


ASPHALT CEMENT 


fleor to seal 
ovt dratts 
when door 
closes. 


Nu-Phalt 


PLASTIC 


Ideal for sticking 
down asphol) shin- 


gles and general A iM i 
a? )7)) 


repair work on 
cr 
1 


_— 


— _ #/ 


roofs and flashings 
Comes in handy 
loads, with or with 
ovt nozzle; 2% Ib 
ond 10 Ib. cons; 50 
ib. pails and 550 Ib. 
drums. 


co. 





Use your AIM”... Ginter-Wardein did... 
Result: 34,189 bd. ft. unloaded in 40 minutes 


Receivers of packaged lumber on flat cars get important advantages, 
Ginter-Wardein Company, Alton, Illinois, for example, now unloads 

a car of dimension lumber in minutes instead of in a day or more 

as previously required. 

Mechanical handling and the consequent time and money-savings 

are made possible by Acme Steel Strapping and the Interlace method 
(A.A.R. approved) of securing lumber on flat cars for carload shipment 
(Idea No. U2-2). Manual handling is minimized, the large, neatly 
packaged units mean efficient use of storage space and better inventory 
control. Request your next car shipped the Interlace way. 


Acme idea Man, 
John Rosean, and 
the others located 
in all parts of the 

country provide 

helpful cooperation : *Use your Acme idea Man like Ginter-Wardein did. Ask him 

to both shippers and Te to discuss the advantages of the Interlace method with you 

receivers of lumber. ie whether you receive lumber on flat cars, in box cars, or on cars 

with bulkheads as shown. He will gladly have one of the many 

Acme Idea Men demonstrate the Interlace method to your suppliers 
to assure you of maximum handling economies. Write: Dept. ABU-106, 
Acme Steel Products Division, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, Illinois. In Canada, Acme Steel Company 
of Canada, Lid., 743 Warden Avenue, Toronto 13, Ontario. 


LO} STEEL STRAPPING 
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Authorities say: 


“The BEST insulation is the MOST insulation! “’ 


—and Johns Manville SPINTEX | 
meets their 6-42 specification! 


a 
“ kp 
222 SS 


aa .* 7 f 
ert Me. _ 2” Spintex 
provide maximum insulation for. oe aif Batts or Blankets 
ceilings. A “must” for @ ndix.. — recommended over unexca- 
tioned and electrically heated we CS vated crawl spaces. J-M also 
houses. ; ze 2 offers blankets in other 
he thicknesses. 


*in the Austin Village (Texas) air-conditioning tests, 
the importance of thickness of insulation was demor 
strated by the fact that houses producing best ecc 


records had 6’ of mineral wool in ceilings, 4’ i 


2'' in exposed floor areas ; i : 
“ Thik Spintex Batts 
the only batts which com- 


ely fill the depth of 
x 4” stud spaces 


Spintex Blankets s Z . , 
SOF wi ae ef Di iS CP ists 7s i factually 3 5/8”). 





provide “plus” sumimer 
benefits. Available in 
3” and 2” thick- 
nesses. 


“a 


gut 
4; # ‘ 


New, improved Johns-Manville Spintex is the only type of home 
insulation that effectively stops heat all three ways—by conduction, 
convection and radiation! 

Learn how you can cash in on this important new development in 
home insulation! Write Johns-Manville, Box 111, New York 16,N. Y. 


; Ul Johns-Manville 
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Here’s how 


wp) <_ Du Pont Paint Chemistry 
w Ar Ww) can work.sales wonders 
in your. store 


\W hen an aggressive independent paint deales your customers know about, and have confidence in, 

teams up with Du Pont Paint Chemistry, things begin the chemical achievements of Du Pont 
to happen—fast! It’s easy to see why because you've You can learn more about how Du Pont Paint 
brought together two sure-fire factors of success your Chemistry can work sales wonders in your store, by 
own fine local reputation and the reputation of Du Pont just mailing the coupon below Why not do it today? 
That's where Du Pont Paint Chemistry comes 
in. The same sound research that has made Du Pont 


famous for new de elopments new and exe iting prod You get all these advantages 


cts is also behind every can of Du Pont Paint on your > 
? when you sell Du Pont Paints: 


wives. To you, this means paint products of the high- 
t quality products that your customers will buy with PROVEN QUALITY 
confidence, use with complete satisfaction, and they'll CHEMICAL COMPETENCE 
come back for mor OUTSTANDING PRODUCTS 
You can meet every customer's every demand, too, A COMPLETE LINE 
shether it is for a small home job or a big maintenance A KNOWN AND RESPECTED NAME 
project, That's because the Du Pont line is a complete MODERN IN SALES APPEAL 
line. Color . you've got it—in standard shelf-goods NATIONAL ADVERTISING 
lines and in the 572 Du Pont Custom Colors. Odorless? LOCAL ADVERTISING 
ill Du Pont interior finishes are odorless, Exterior 
MERCHANDISING AND SALES AIDS 
GOOD SERVICE 
PERSONAL HELP OF SALESMAN 
VOLUME AND PROFIT 


paints? you ll have just the right paint for every 
Ly pe of exterior use Quality 4. that’s assured you by 
Du Pont Paint Chemistry. Volume and profit? they re 


issured, too—because Du Pont Paints are pre-sold 





FREE! Send for complete information on how you can sell more Paints that sell more with more profit! 
paint when you sell Du Pont Paints. 

FE... I. du Pont de Nemours & Co. (Inc 

Finishes D on, Dept. AL-610, Wilmington 98, Del 


I would like to know more about the Du Pont Paint line. 











State BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
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It’s known as America’s finest flush door 
and CURTIS dealers profit by it! 


Is hard not to sound boastful when 
talking about Curtis new Londoner 
hollow-core flush doors! By every stand- 
ard, these doors are top quality—fit, we 
believe, to be called America’s finest. 


Take appearance, for instance. Every 
rich-looking face panel of Curtis New 
Londoner is made of carefully selected 
wood, with face veneers hand matched so 
that the doors become pictures in wood. 


Then consider the quality features: 
The special, patented all-wood hollow 
core—locked into the sturdy stiles and 
rails. The balanced construction that 
means no warping...no sagging...long- 
lasting resistance to surface damage —all 
features proved by severe “‘torture tests.” 
And, to top it all, a GUARANTEE of 
quality —backed by the Curtis reputation. 


fe 


Curtis Woodwork dealers sell this 
reasonably priced, premium quality door 
—with all its extra sales advantages. If 
you’re not now handling Curtis Wood- 
work, it will pay you to investigate the 
big edge that New Londoner doors, 
Silentite windows, Curtis kitchens and 
other Curtis Woodwork products give 
you in today’s quality-minded market. 
Write for complete information. 


s 
od 
“ 


2) new LO HOLLOW-CORE 


nail FLUSH DOORS 


é | : } R I | i WOODWORK... hAeart of the home 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 


Clinton, lowa @e Wausau, Wis. @ Chicago, Ill. ¢ Sioux City, lowa @ Lincoln, Nebr. 
Topeka, Kan. @ Minneapolis, Minn. © New London, Wis. © Oconto, Wis. © Scranton, Pa. 


ent woods—solid core construction also available 


Realy ER Note the beautifully matched g ’ 
NOte the i i ed grain pattern--typi 
% Db ey CurtiS rONDON cal of New Londoner doors. Made in several differ 
Oe 


€ 
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INSUL Ss 
MSUL , 


Our man builds 
and you sell Wool 





sat 4 * 
tienes | 
» ‘ 

















This stack of /NSuLire 


will srvse 


Ob. 5 5 


no. theek 
TOTAL COosT TO you ; 
Only * Down hid | 


INSULITE 


sells easy...sells fast...stays sold 











your mass display, 
like hot cakes! 





Here's “supermarket” seliing for your big 
fall push on Insulite Wool made of Fibergla 
The simplest, easiest program you've ever seen 
... but one that builds big-volume business! 
First, your Insulite man comes in; build 
tall, traffic-stopping floor display of Insulite 
pouring wool, blankets or batts. He also puts up 


fers ) INSULITE, Made of hardy Northern wood 
Ts I 


Insulite D Mi ‘ () 


bright 
that qu 


ob. From then 


tion 
And 


out 


ole ir pri n pical at 

lite Wool se 

n yood if vill actuall hye Carry 
yoner you start, the bigger the prol 

NaATIL, WILE 


pecial information you 


ite, Minneapolis 2, 


, 


‘ 


Minne La. 





for the 
cost-conscious 


builder 


oie 

ee gy 

cite I, he ‘ 
a * 


: 


é 


and his brand-conscious 





TENSIO 








CUT INSTALLATION COSTS across 


The Columbia-matic aluminum 


ty pes it’s not only heavier constructed fe 
it also cuts builder installation costs ac 


now im use from coast to coast 


@ Kequire no template, or special tools to 
install 

@ Installed from inside for easy access to all 

windows. 


@ Precision-made to your specifications, fit 


exactly without adjustment of any kind, 


@ Aluminum, require no painting or finishing 
will not warp, swell or stick, rust stain 
your homes 


@ Hardware can be preset in regular produc- 
tion schedule. Leave screens in cartons, 
safe from damage, for later installation. 


SUSTOMERS RESPECT THE NAME... 


advertising in leading na 
mouth endorsement, have 
SCREENS household 
Americans. And 
adds stature 


Consistent, vear-in-and-year-out 
word of 
PENSION 


home 
Col 


tional publications, plus its ease of use, « 


Col 


with 


mbia-matn A 


home-b 
brand names 
{ 


d 
made saving features 


word ving and owning 


like 
to the et 


fameo mbia-matre that he made a 


ind hi 


most 


proje and a Wise 


ae 


se 


ny 


iN- 


N SUC 


Iension Screen not only costs le 


customer 


the board! 


ss than old tashioned 
wr longer service than competitive makes 


ross the board, Here's why millions are 


@ Sturdily packaged 6 of a size per fibre- 
board carton to protect against loss on the 
job or in warehousing. 

@ Easy to store, accurately labeled for quick 
identification, 

@ Cannot be taken down from outside... . 
your protection against loss or theft on the 
job. 

@ Once installed, Columbia-matic TENSION 
SCREENS require no further adjustment 

remaining drum-tight under all conditions 
... completely eliminate expensive “service 
callbacks.” 


and love the performance! 


Equally important, the unusual quality of the Columbia-matic, 


lependability and many time, money and labor 


are a constant reminder to your customers 


good purchase... an economical purchase 


pure hase. 


LOOK FOR THIS SIGN OF SUPER SERVICE! 


tock of wanted sizes and can provide emergenc 

service on special sizes. (2) He will help you “cut costs’. An 
expert on builder screening needs, he will show you installa 
its that will save you time and money. 


za 


ee ot rh complete 


e sign of the FACTORY SERVICI 
\LEI tor ( unbia-mvatn LON 

r ass vo important building plu 
help lo do this he 


urance oft ‘ses 


SCREEL* 
(1) dhe 


y 


wi u “buy right carries a tion short « 


For complete details on the Columbia-matic TENSION SCREEN, consult your 
Factory Service Dealer, who is your local lumber or building material dealer, or write: 


THE COLUMBIA MILLS, INC., verr 


O¢ tober 


19, SYRACUSE 1, NEW YORK 
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No question about it... you 
can’t sell what you don’t have: 
But with a Richards- Wilcox cata- 
log at hand—you possess a com- 
prehensive, ready reference to 
help you keep in-stock on the 
fastest selling door hardware 
items in the R-W line. 

Not only does this compact 
catalog contain all the necessary 


NAIL DOWN 
R-W HARDWARE LINE 


Garage door hardware @ Garage, factory and warehouse hinges ® 
Door latches and bow handles ¢ 
Silver Streak house door hangers ®¢ 


Send For 
Your 
444 
CATALOG 
A-91-LP 
TODAY! 


Studding sockets @ 
track door hangers 


single and double straight sliding doors ¢ 
operators for residential & industrial doors ¢ 


. 
When You keep in-stock 


on R-W door hardware 


.. . WATCH SALES SOAR! 





technical information—it also 
includes features, prices, sizes to 
help you give concrete answers 
to customers’ ‘‘most asked’’ 
questions. 

Help yourself to a bigger share 
of door hardware sales! Write 
now for your free, illustrated 
R-W Door Hardware Catalog 
A-91-LP. 


SURE SALES WITH THE 


Door binders & stay rollers 
Trolley 
Barn Door hangers ® Hardware sets for 
R-W Aut-O-Dor electric 
R-W fire doors 


Richards-Wilcox Mfg. ©. 


Born Door Hangers ond Track 


hanger je 
Roller bear 


R.WWNo 262 
Steel Studding Seckets 


R.W Neo 20.2 
Trolley Track 
Deer Hangers 


~—ef 


a.w 
! Aut-O-Der 


Electric Operators for Residential 
and industrial Doers have attained 
niversal acceptance be e of 
their adaptability, depeadabilit 
durability Savings on heat 
med aw and lobor 


nvesine 


AHAMGER FOR ANY DOOR THAT SLIEOES” 


Branches in Principal Cities 


SUDING DOOR HANGERS & TRACK © FIRE T 
DOOR OPERATORS © INDUSTRIA , 


226 W. THIRD STREET, AURORA, ILLINOIS « 
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x REPORT from WASHINGTON BsyR. Y. Kerr 


Differ on New Housing Rules. . . Need for Slowing 


Business Boom . . . Hearings on Tight Money 


There is much difference of opin 
ion in this area about the effective 
ness of the government’s new rules 
ielaxing housing terms. The changes 
indicate Administration concern 
over the dip in house building; a 
dip which up to this writing has 
registered a decline of some 18% 
compared with the same period in 
1955. This governmental action pro 
vides some psychological encourage 
ment; but a good many builders 
point out that the modified rules 
don't correct their chief trouble, 
which is a lack of mortgage money 
in the building market 


* * » 


Briefly, the changes are these: 
On FHA homes with insured mort 
gages, valued at $9,000 or less, min 
imum down payments are reduced 
from 7 to 5% of the purchase price 
The FHA saya it’ 
that few homes are now being built 
in the $9,000 or le price range 


a misconception 


* * * 


Commissioner Norm Mason 
thinks there is little if any shift 
this year from the FHA’s 1955 fig 
ures, which showed that 2714°% of 
new houses financed in that year 
under the agency’s mortgage insur 
ance program were in the $9,000 o1 
less bracket. Buyers of homes ap 
praised at more than $9,000 must 
still make down payments of 7% of 
the first $9,000 of the appraised 
value, plus 27% of the value above 
that amount 


* . 


Builders point out that finding 
buyers who are able to make the 
required down payment is not the 
major difficulty; rather, it’s finding 
money for the mortgages. Several 
industry leaders in thia area said 
firmly that reducing the down pay 
ment was the wrong place to start 
that would-be purchasers who can 
pay 5% but can't pay 7% are badly 
advised to buy a house atall, But if 
those who could pay 25% down nou 
can't find the mortgage money to 
complete the deal, they are as much 
out of the market as those without 
the 5% down payment 


* * * 


Other changes mean small in 
creases in mortgage money supply, 
in theory at least. One rule permits 
aauvings and loan associations to bor 


24 


( 


row up to 12.5% of their deposits 
in the Federal Home Loan Banks, 
for reloaning on mortgages. For 
merly they were limited to 10%. 
sut the joker is that less than half 
the member institutions borrowed 
under the old rule; and only about 
10% had reached the earlier bor 
rowing limit 
* * * 


Another change requires financ 
ing institutions that sell mortgages 
to the Federal National Mortgage 
Association to invest in FNMA 
stock $1 of each $100 received. For- 
merly it was $2 per hundred, Fan- 
nie Mae is now permitted to make 
advance commitments of 94% toa 
builder who can't get funds else- 
where. Formerly the limit was 92% 


* * - 


A good many builders think these 
changes are going to have little 
effect in aiding building, save as 
expressions of government goodwill 
Many leaders think mortgage money 
will not be attracted into house 
building field until the government 
permits an increase in interest rate 
on the mortgages it insures. If 
there isn’t enough water under the 
keel, fixing up the engine in the boat 
isn’t going to float it off the sand 
bar 

* * * 

The bureau of Labor Statistics 
reports that builders started work 
on 101,000 new non-farm dwelling 
units in August; the same number 
as in July. All but 500 were pri 
vately financed. In August of 1955, 
huilders started 124,700 units, of 
which 122,800 privately fi 
nanced 


were 


* * * 


Business momentum in general is 
still high and is expected to remain 
high into next year. But the gov 
ernment money managers are try 
ing to slow the boom, to make it 
last Jonger on a less opulent scale 
They'll probably succeed in slowing 
it. They say that as prices go up, 
the value of the dollar in purchasing 
power of course goes down. In those 
terms the dollar now is worth but 
a trifle more than 50¢, compared 
with its value in ‘39. Hence the 
effort to check inflation; consisting 
chiefly in the Federal Reserve's 
making it harder to borrow money 
something that seems to hit chiefly 
the new-car and the light-construc 
tion market 


Most corporations seem able to 
money for expansion of 
plants and accumulation of inven 
tory; and Federal, state and local 
governments are increasing their 
rate of spending, what with high- 
ways, schools and the like. Hence, 
the hope that the money supply 
might be relaxed before the election 
is not bright 


* * . 


borrow 


For example, the Federal Treas 
ury, in late September, paid 2.9% 
interest for three-month borrow 
ings; the highest rate paid in more 
than 20 years. Money managers 
hold that the only chance to resist 
inflation lies in snubbing up custom 
er demand by tight credit policies 
The cost-of-living index, due to 
price increases already announced, 
is expected to reach a new record 
high, by at least a fraction of a 
point, this month 


. * . 


Local economists think the up 
ward pressure on prices are likely to 
he relieved next spring or summer 
by increased industrial productive 
capacity; but not this year. Mean 
while the fiscal engineers are so 
apprehensive of a runaway boom 
that could issue in a massive buat 
they're not inclined to relax any 
controls 

* * . 


more 


Housing Chief Cole, however, is 
sure the measures “will be helpful 
in stimulating the mortgage mar 
ket” and should result in boosting 
home construction. Federal hous 
ing men think 1956 will be another 
year in the rather long series 
weighing in with more than a mil 
lion new residence units 


* * * 


Sen. Sparkman says the Senate 
housing subcommittee will hold pub 
lic hearings next year, aimed at 
relieving the shortage of mortgage 
money. This action probably de 
pends upon continued Democratic 
control of the Senate. In a speech, 
Senator Sparkman made this state 
ment: “I, for one, cannot accept as 
valid the argument that broad, 
across-the-board Federal actions to 
control general inflationary pres- 
sures should be permitted to depress 
an industry. The home building in 
dustry and those supporting indus 
tries which supply the home builders 
are too important to ignore.” 
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k your independent 
how you 
Caw, 


Peofi+ 


EVANEER 


HARDBOARD. 


Your Evaneer fir plywood jobber can now pro- 
vide you with the beautiful and practical new 
line of Evanite hardboard. He can also show 
you the profit potential of both hardboard and 
fir plywood .. . give you the advantage of his 
ideas and experience . . . help you tap new and 


perhaps unsuspected markets. 


Evanite hardboard comes in five interesting 
textures and its applications are many and 
varied. Your independent plywood jobber can 
get both Evaneer plywood and Evanite hard 
board in the same shipment, giving you the 
advantage of a wide selection to satisfy all 


5 NEW BLOND EVANITE HARDBOARDS 


SMOOTH-BORD PERF-O-BORD 


BurmpinGc Propucts MERCHANDI 


PLYWOOD 


from this 


pair S 


of your customers. Take advantage of your 


independent jobber’s stock, and his merchan 


dising help, to reap the profit in this pair! 


EVANS PRODUCTS COMPANY, DEPT. S-10, PLYMOUTH, MICH 
Plants at Coos Bay, Gold Beach, Corvallis 
Roseburg, Oregon; Vancouver, L. C. Evans Sales 

Offices: Plymouth Chicago 
lampa, | 


ind 


Michigan: New York 


lorida: Coo 


DFPA grade-marked 


purwoon Ana NAnosanne ff for uniform quality 





DECA-BORD 


ath 
EVANS 


ay 


An TRADE MARE 


R16. BORD CORRU BORD 
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What's a’Swing”’ 
Got to do with Insulation? 


What does this swing test prove? Simply this: Balsam- 
Wool is built to withstand tough handling on the job... 
yet it’s so gentle and clean to use. This rugged insulating 
blanket is designed for site application or prefabrication 
operations. 

An insulation has to be good to stand up under this 
demonstration. Insulation that doesn’t tear easily, pull 
apart or settle on the job...fully measures up to good 
application standards. 

There’s nothing flimsy about Balsam-Wool Sealed 
Insulation. It’s built rugged for good application results 
that mean maximum efficiency on the job. 

Chances are you may not build such a “‘swing’’...but 
you can demonstrate Balsam-Wool’s ruggedness with a 
simple product sample which shows: 


1. Tough cold and warm side liners (effective barriers 
against wind and moisture passage). 

2. Bonding of insulating mat to liners (insulation stays 
put for a “house-time”’ 

3. Rugged spacer flanges (a reinforced flange for appli- 


Here's a lively demonstration that drives home the 
cation to framing, providing important air spaces). 


rugged iu of Balsam-Wool insulation, Build a simple 
f me of 2" x 4” lumbe ‘us d a short length of 16 a ; 
— ran oka age slag Naemmapedplene anctnentgs 4. Low thermal conductivity (soft, non-irritating wood 


Standard Balsam-Wool from the top as shown. Add 
» “onden oad -wen'ee seudete demensitate fant fibers effectively stop heat and cold). 


how tough Balsam-Wool is! ‘ , : s 
Balsam-Wool sealed insulation is sold by lumber dealers. 


You'll like the way it handles on the job! Wood Conversion 
Company, Dept. 120-106, First National Bank Building, 
St. Paul 1, Minnesota. 


BALSAM-WOOL 


os RA RAT i 4 


Blanket Insulation 


RUGGED AND PROTECTED 
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Easver TO CUT 


Mr. Henny Mazzone of Mainline Hard- 
ware, Bala-Cynwyd, Pa., ran test cuts on 
four leading unidentified brands of single- 
strength window glass. Each was marked 
with a letter. He found one brand was 
easier to cut every time. That brand was 
L‘O'F window glass (D” Said Mr. 
Mazzone You can sure feel the differ- 
ence this brand is by far the easiest to 
cut This is no isolated case. 28 out of 
1) dealers who tried this “blindfold’’ test, 


picked | ():] 


Easier TO SELL 


his L°Ovk label identifies quality glass 
wherever it is seen People know this label 

it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L’O’F glass. This preference 


means faster, easier sales for you. 


Easier 
TO MERCHANDISE 


Lise this merchandising aid to suggest re- 
placement business lor window glass I his 
postal-size card is designed for pre-cold 
weather mailing to customers and pros- 
pects. Order this handy remindet WG-36) 
now from your Libbey’Owens‘Ford Dis- 
tributor (listed under (;lass in your 
phone 100k For further information 
write to Dept. 65106, Libbey’Owens: Ford 
Glass Company, 608 Madison Avenue, 
Loledo 3, Ohio. 





YALE is first again with the only 


New Low Cost 
FIRE-INSULATED HOME SAFE! 


Most exciting 
high potential 
item in years 


ew YALE itemi 
mee ise it 


tw for the 


rlant paper jewel i 
ete. And takes only 
display space 


: + WALL SAFE 


FITS BETWEEN STUDDING 


dee] 
| | 
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FLOOR SAFE 


Now a new 


sense of security | for new or existing homes 
for the home 
@ 741 cubic inch capacity. More than 3 times tail fad 
space of ordinary safe deposit box HE AL & TOWNE MFG. CO 
* Wall safe can be concealed behind picture on wall OCK & HARDWARE DIVISION 
, : WHITE PLAINS, N.Y 
@ Simple instructions tell owner how to 


set his own combination 
@ Guaranteed by YaALe—famous for YA LE & TOWN E 
combination bank locks. 
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EDITORIAL 


The One Big Issue 


In a letter concerning the political 
scene in 1857 Lord McCaulay was 
very skeptical about the survival of 
the American republic. He based his 
opinion on his belief that we would 
always have a majority of “have 
note” over the “haves”. He pre 
dicted that the votes of the “have 
nots” would ultimately destroy po- 
litical and economic freedom in our 
country. 

Thanks to the ingenuity of our 
researchers, the scientists and in- 
ventors of our country, to the ag- 
gressiveness of our business man- 
agement, and to the ever-growing 
skill and capacity of our other work 
ers, practically every American to- 
day is in the “have” as opposed to 
the “have not” category 

It is a rare American family in 
deed that doesn’t own either a home, 
“ car, an insurance policy, a com 
mon stock, a savings account or 
some other property of real tangible 
value 

With rare exceptions, the “have 
in America are such because 
of improvidence 

The demagogue would persuade 
us that we should increase the 
already burdensome taxes of the 
“haves”, who must pay the bulk of 
all taxes, to finance rash promises 
to special interest groups. 

Every voter is a member of some 
special interest group that could be 
identified. Each one of us should ask 
ourselves “shall we pore ourselves 
to be befuddled and fooled by office 
seekers who appeal to special inter- 
est greed rather than to the welfare 
of all?” 

We “haves” can cut our own 
throats by voting for the wrong 
candidates. 

The platforms of both parties re- 
veal practically no basic difference 
in general objectives. Every candi- 
date of both parties stands for 
peace, prosperity and leadership in 
world affairs 

The question resolves itself, then, 
as to what the individual candidate 

tands for in the domestic economy 

Whether an “inner” who wants to 


nots” 


*This editorial is non-partisan inthe 
broadest sense. It wae written by a citizen 
who has aplit his ticket more often than 
voting straight 


stay in, or an “outer” who wants to 
get in, each candidate of both party 
should be weighed by each voter on 
one set of scales: 


Does he propose to tax and tax 
and spend and spend regardless of 
our public debt? 


Does he propose measures which 
will depreciate the purchasing 
value of our dollar and decrease 
the real value of our government 
bonds, our insurance policies and 
other savings? Does he reveal fi- 
nancial recklessness by making 
promises that involve additional 
government expenditures without 
stipulating where the additional 
money will come from? 


Listening to the airways we hear 
the candidates of both parties mak- 
ing promises that are financially 
extravagant. 


The wise voter will vote for the 
least reckless of any two candidates 
whether Republican or Democrat. 


The record of each individual can- 
didate regardless of party, should be 
examined in the light of two final 
questions: 


1. In the administration of his 
office or function of government 
will he, if elected, tend to be profli- 
gate or cautious with our money? 


2. At the end of his administra- 
tion will the probable result of his 
election to ce be lowered dollar 
values and decreased values of our 
insurance policies, our pensions 
and our savings, or will his elec- 
tion tend to stabilize values and 
the cost of living? 


These are the real questions, the 
simple issues. Given sufficient study 
the voter should be able to choose be- 
tween any two candidates for any 
office. 


Copy) ight waived 


Permiasion to reproduce granted 


Precepts for 
Particular People 


Foresights, hindsights and in- 
sights from 50 years of study of 
lumber dealers and their problems. 


Don’t criticize anything or any- 
one in the organization until you 
are ready to submit in writing—if 
asked—better thinking or better 
planning. 


Ideal management-worker com- 
munications may be defined as: 

A two-way flow of thought and 
action stimulators voiced, written 
or symbolized through which atti- 
tudes, beliefs, suggestions and di- 
rectives which may improve results 
in a business become activated by 
the right people at the right time. 


Training should be an integral 
part of any retail sales operation. 


Develop the man and his sales vol- 
ume will take care of itself. 


In selecting younger employes, 
trainability is more important than 
sales ability—basic selling ability is 
seldom found in young people. 


Good training is good habit for- 
mation. 


In education, telling has its limi- 
tations, showing is also limited, 
though less so, learning by doing is 
the best method. 


The biggest single problem in 
business is people. Machines and 
facilities may be discarded, re- 
placed, repaired or improved. Peo- 
ple can, too, but with infinitely more 
difficulty. 
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NEVER VENTILATE. 


A CEILING OR WALL SPACE TO THE INSIDE 


If you do, the better the insulation, 
the worse will be the condensation; 
for the colder the air in the space 
between insulation and roof, or 
walls, the less vapor can it support. 


Cold undersurface of 

roof extracts heat from 

air, causing condensation 
of vapor from air in contact 


a LWA arr mire 


cold air area 
can support little vapor 
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In a similar case, it was recommended that the 
inner vents above the insulation be eliminated 


In new construction, moisture is evaporating 
from many tons of cement and plaster. Vapor flows 
from areas of greater density into this small, cold 
space, an area of less vapor density and small 


vapor Capacity. 


Where scientific multiple aluminum is used, 
fortuitous vapor and water (for instance rain) will 
gradually flow out, as vapor, through exterior 
walls and roofs as vapor pressure develops within. 
The vapor cannot back up through the continuous, 
almost impervious aluminum. It will flow out 
because walls and roofs have substantial permea- 
bility by comparison, far greater than the required 
5 to 1 ratio. Infiltration under the flat stapled 
flanges of multiple aluminum is slight. 


Unusual amounts of vapor, as from crowds in 
theatres, churches, schools, stores, etc. must be 
adequately vented to the outside. Each person 
breathes out and perspires vapor, winter and 
summer, at the rate of 3 Ibs. a day. 


To obtain MAXIMUM, uniform-depth protec- 
tion against heat loss and condensation formation, 


BUILDING Propucts MERCHANDISER 


THIS ADVERTISEMENT IS APPEARING IN 


“Rechte Record; Progrestive Architecture; American Builder; 


Practical Builder; Air-Conditioning, Heating & Ventilating; 
ing, Piping & Air-Conditioning; 
Direct DEALers WANTED 
No MINIMUM STOCK REQUIRED 
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iy Vapor from newly evaporating 
structures, and from crowds of 
people in dried-out structures 
flows to areas of less vapor density 
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SUPERMARKET 


it is necessary to use the new edge-to-edge multi- 
ple aluminum*, each sheet of which stretches 


from joist to joist, 


The U.S. NATIONAL BUREAU OF STANDARDS 
has prepared a helpful and informative booklet, 
“Moisture Condensation in Building Walls” which 
discusses causes and cures. Use the coupon and we 


will send a free copy 


Infra Insulation is sold DIRECT TO DEALERS in most 
states. You can carry a COMPLETE STOCK of this fast- 
moving insulation on a COUPLE OF SHELVES, because it is 
so compact, with 1000 sq. ff. in a carton 3’ x 144’ x 4’, 
only 14 cu. ft., weighing only 45 Ibs. Infra is a very 
profitable item to handle. Ask for DEALERS’ PRICE LIST, 
samples, literature, and displays. Please use coupon. 


INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ to 12¢ per sq. ft. depending on the type. 
Infra Insulation, Inc., 525 Bway., N.Y.C, Dept. (U-10)] 
) Dealers’ Prices. ( ) Samples of 1 
insulation. ( ) Bureau of Standards Booklet BMS63 1 


Please send ( 
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Address 


4,314,757; 2,227,385; 2,196,006; 2,101,836 
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Low-cost general construction hauling of stone, earth or asphalt is pro 


vided by the Mack B42S powered by the Mack Magnadyne engine. 


“equal to any task” 


Says Mr. Charles H 
dent of Ready Paving & Construc 


Ready, presi 
tion Co., Chicago, about his Macks 

and with plenty of experience 
to back it up 


Back in 1920, the Ready man 
agement bought its first Mack to 
replace horse-drawn wagons. This 
chain-driven unit was retired only 
two years ago, after rolling up more 
than a million miles of heavy-duty 


construction hauling 


‘Today, the Ready fleet contains 
18 Macks, 


8428 dumpers. ‘These six-wheelers 


including seven new 


regularly haul 15 tons of stone or 


asphalt, or 15 yards of earth, both 
on- and off-highway. Their Bal- 
anced Bogies with exclusive Mack 
Power Dividers enable them to 
work in mud and on rough terrain 
where other makes can’t operate 
l’amous Mack Magnadyne engines 
furnish plenty of power to keep 
these heavy haulers on the move 
with the barest minimum of time 
out for maintenance and overhaul. 


Here’s how Mr. Ready sums up 
“Our 
Macks have been found to be rug- 


their 36 years’ experience 


ged and economical, always de- 
pendable, and equal to any task.” 


That verdict on Macks is prac- 
tically unanimous throughout the 
entire construction industry. 
Whatever you want to haul, wher- 
ever you want to haul it, Macks 
are built to get the job done on 
schedule, at the lowest cost per 
mile. Mack ‘Trucks, Inc., Plain- 
field, New Jersey. In Canada: Mack 
Trucks of Canada, Ltd 


MACK 
first name for 


TRUCKS 





Special Editorial Comment 


» HARDWARE PROFIT 


The Swing to Lumber Dealers for Hardware 


Last week literally thousands of retailers at- 
tended the national hardware convention in 
New York City. It was an exciting, successful 
convention but basic shifts in product emphasis 
were evident on every hand. Giftware, pots and 
pans and the like were displayed in greater 
quantity, suggesting changes in the hardware 
store. 


Retailing never stands still. The hardware 
retailer seems to have decided that he no longet 
wants, or rather that he no longer is in a posi- 
tion, to merchandise a full line of hardware. He 
will continue to sell common hardware but he 
has already lost control and volume on basic 
lines, which traditionally began in the hardware 
showroom. And his loss has been the lumber 
dealers gain. 


The cards, we admit, are now stacked against 
him. New and remodeled stores in this industry 
are offering superlative one-stop shopping for 
both the contractor and the consumer. Related 
selling gives us a winning hand! But there are 
other reasons. Lumber dealers are becoming 


Make Hardware Work For You 


HOME IMPROVEMENTS offer a ripe market for builders and cabinet hardware An island di 


smarter hardware merchandisers everyday, a 
shown on the pages that follow. And also with 
us are trends which should increase our hard 
ware sales. We know replacement business is 
here for even relatively new homes, where the 
builder skimped on the hardware. Remodeling 
business, too, Is growing, creating more sales 
And finally the new homes have more quality 
and the buyers are becoming selective, especially 
on the products that show, like hardware. It’s 
little wonder lumber dealer hardware volume is 


yrowing. 


Contents 


Pointers for Increasing Hardware Sales 
How to Sell More Hardware to Builders 


Industry Recognizes the Dealers Role in Building 
Hardware Sales 


Branch Stores: Boon to Hardware Sales 


Dealer Locks Up 400 Lockset Sales Per Month 


<2 
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sple 
Lumber Co., Racine, Wis., can become a potent sales tool for locksets and hinges as part of @ new home or modernization 
ales 


job. On the foilowing pages are a few pointers on how dealers have upgraded their hardware s sugge 


Bumping Propucts MERCHANDISER 


with stive selling 
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Something for Everyone 


sSuilt around a post on one side of the 
showroom this compact display at North 
brook (Ill.) Lumber Co, displays locks to 
appeal to practically everyone 

For the high school set, the three tier dis 
play shows 4 complete line of padloc ks for 
lockers and bicycles. For the contractor, 
there's a wide selection of several name 
brand lock sets. For the homeowner, the 
whole display simplifies his job of selecting 
the right hardware for his home 


Drawer Pull Display 


Perforated hardboard and wire have been combined 
at Home Lumber & Supply Co., Reno, Nev., to carry 
an inventory of individually packaged drawer pulls and 
display them at the same time. By using long wire dis 
play fixtures, a half-dozen knobs of each type can be 
made available instantly for the customer's selection 

At the bottom of the display board, a shelf has been 
fashioned by resting a long strip of perforated hard 
board on wire hangers fitted into the bottom row of 
holes. This arrangement was devised by Bob Black- 
well, the firm’s hardware specialist. 
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Pointers for Increasing 


Here’re some examples of how 
dealers are getting hardware out of 
boxes and displaying them as 


impulse items. 


The formula for increased hardware sales is sug- 
gestive selling to stimulate impulse buying. Smart 
packaging and counter displays, available from leading 
manufacturers, are helping upgrade hardware sales in 
lumberyards. Here’re a few examples of displays devel- 
oped by lumbermen themselves to help clinch more 
sales of cabinet and builders’ hardware. 


’ 
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Compact Lock Set Display 


To keep all sample lock sets in one place, Max Lap 
ping of Capitol Lumber Co., Milwaukee, designed a 
special display for the hardware department. 

“Formerly, we had trouble with samples being mis- 
placed and often had to keep a customer waiting 
while we hunted them up” Lapping says. “With this 
fixture we not only kept out locks in one spot, but we 
also gave the customer a chance to compare different 
samples before making up his mind.” 

Each lock is displayed in an individual hinged panel 
The fixture is set on top of a shelf display, which holds 
the stock of packaged locksets. 
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Promote Utility Hardware 


By taking them out of boxes and displaying them in a heavy-traffic 
area, Johnson-Cashway Lumber Co., Omaha, merchandises hardware 
items on a self-service, impulse basis. 

For example, farmers never seem to have enough strap hinges and 





Display Specialty Items 


Accessories for exterior and in 
terior cabinet doors are prominently 
displayed on this gray, perforated 
hardboard panel at Hechinger Co., 
Washington, D. C. The contrast of 
brass and black on the background 
make it impossible for anyone to 
miss this display. By reminding cus 
tomers that these special hardware 
items are available, Hechinger 
builds up future business when some 
of these items are required by the 


sheif brackets around the barn. To remind farmers to pick up these homeowner 
items, the firm displays them on a perforated hardboard fixture near 
the sales counter. Hinges are priced in pairs and it’s a simple matter 


to pick up a few pair for a quick cash sale 
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Put Your Inventory to Work 


In Bartonville, IIL, H. E. Lauter 
bach Lumber Co. puts its packaged 
locksets and other hardware to work 
as part of a mass display in one cor 
ner of the warehouse. This depart 
ment, fronted with a counter, is 
strategically located near the mill 
work shop to stir up impulse sales 
to both builders and homeowners 


BUILDING Propucts MERCHANDISER 


Packaging Builds Self-Service Volume 


When hardware items are not packaged in single 
units by the manufacturer but are supplied in boxes 
the retailer can make up his own self-service packages 
This is the experience of Morgan Building Supply 
Walla Walla, Wash. Jess Ault, manager of the firm’s 
store and hardware department, obtained four sizes of 
transparent cellophane bags from a stationery mer 
chant and now has his floor clerks make up single unit 
hardware packages during odd hours 
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MAIM STREET BRANCH of the Mullins 
Lumber Co., Riviera Beach, Fla., has 
proven successful in boosting hardware 


HAND TOOLS are attractively mounted on 
perforated hardboard. All products are 
clearly price-marked. Joe Gregg, sales- 


man, handles the one-man branch store. sales to do-it-yourself and homeowner 


trade. 


BRANCH STORES: 


Boom HARDWARE Sales 


Two New York state dealers succeed with suburban 


branch stores, while a Florida dealer boosts sales with 


a branch store on the main street. 


A Florida dealer and two New 
York dealers heartily agree: strate 
gically located branch stores result 
in a big boost for sales of all types 
of hardware as well as lumber and 
other building materials 


Erwin Glauber, secretary, Inte 
state Building Material Corp., 
White Plains, N. Y., reports: 

“We opened a branch store in 
Elmsford, about five miles away, in 
January, 1956. The store has been 
a huge success with volume running 
about $40,000 per month—a heaithy 
percentage of which is hardware 
sales. Biggest sellers are builders 
hardware, lawn and garden tools 
and power tools.” 

Glauber explains that the branch 
yard was opened to tap homeowner 
trade from a growing residential 
area and to provide showroom space 
that was not available at the firm’s 
original location. The yard employs 
seven people, three as inside sales 
men. About 65% of the branch 
yard’s sales are to homeowners 


L. D. Mullins, Jr., owner, Mullins 
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Lumber Co., Riviera Beach, Fla., 
Says. 

“Our main yard is located in an 
industrial area about a half mile 
from the town’s business section, so 
we opened a branch store right on 
main street to take advantage of the 
sidewalk traffic and pickup trade. 
We opened the store in August, 
1955, and our sales are now run 
ning about $4,000 per month. Fully 
half the sales are hardware and 
paint.” 

Mullins points out that the main 
street branch store, a rented 30'x40’ 
area, is operated by one man. The 
store contains a $5,000 inventory 
including hardware, paint, samples 
and shorts of lumber and plywood 
Major material orders taken at the 
branch are shipped from the main 
yard 

“The branch operation has proven 
a success for us” says Mullins. “All 
of the items we sell to the pickup 
trade carry our full markup and net 
a fair profit. There are no simila) 
stores nearby, so most of our sales 
are completely out of competition.” 


Joseph Braunstein, general man- 
ager, Mineola (N.Y.) Lumber Corp. 
states: 

“We've maintained a branch yard 
and small showroom about 10 miles 
further out on Long Island at 
Syosset for three years. Our gross 
volume at the branch now is run- 
ning about $4,000-85,000 per week 
A big part of our income comes from 
sales of homes to consumers, so the 
majority of our hardware sales at 
the branch yard are locksets and 
other builders hardware 

“We also sell plenty of hand tools 
cabinet hardware, nails and mainte- 
nance items to the homeowner pick 
up trade. Some power tool sales, un 
tortunately, have been taken over 
completely by the discount houses 
Recently, we took on lawn and gar 
den tools and they appear to have 
an excellent potential,” he 
adds. 

Braunstein says the firm opened 
its branch yard in order to obtain 
more space for lumber and materials 
storage and to take advantage of 
business in the burgeoning subur 
ban neighborhoods on Long Island 
The branch yard employs three in 
side salesmen and 12 men as drivers 
materials handlers and shippers 


sales 


“One thing to consider in estab 
lishing a branch yard,” says Braun 
stein, “is the fact that it should not 
be too far away from your head 
quarters, which will make adequate 
control difficulty.” 
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A—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D~- They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


Sales-minded 


lumber dealers 





make more money 


selling 


AMF De Walt 


They demonstrate how 
De Walt does everything... 
easier, faster, better 








Dealers by the hundreds know De Wailt® sells best 
because it’s the finest of all home power tools, And 
they can prove it. They take advantage of powerful 
national and local advertising... sales-making dealer 
aids...free factory training for their salesmen... 
De Walt's Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’'s Direct 
Factory Franchise. Write the address below today. 


Among hundreds of lumber dealers who profit by selling AMF De Walt Home Power Shops are: 


G. J. Apel Lumber Co., Sandusky, Ohio 

Banner Lumber Co., Billings, Montana 

Cadillac Hardware & Lumber Co., Livonia, Mich. 
Central Hardware Co., St. Louis, Missouri 
Findorff Lumber & Supply, Madison, Wisc. 

L. Grossman Son, Inc., Quincy, Mass 

Gettysburg Building Supply Co., Gettysburg, Pa. 
Ladd Lumber & Mercantile Co., Pueblo, Colo, 


Another Product 
a eR eet AE 


De Wart 


POWER TOOLS 


DeWALT Inc. 


Lancaster, Pa. 


BurLDING Propucts MERCHANDISER 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 


Northbrook Lumber Co., Northbrook, Il! 
Pinellas Lumber Co., St. Petersburg, Fla 

South Side Lumber Co., Logansport, Ind 

Square Deal Lumber Co., Crescent City, Calif 
Veenstra Lumber Co., Racine-Kenosha, Wis 
Whelan Lumber Co., Inc., Topeka, Kansas 

White Sash & Door Co., Massapequa, L, IL, N. ¥ 
Wood Lumber Co., Birmingham, Alabama 
Woodbridge Lumber Supply, Woodbridge, Conn. 
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How to Make More HARDWARE PROFITS 


Sell More Hardware to BUILDERS 


“You can increase your builders hardware volume profitably —in the face 


of cut-price competition,” says Jim Novelli, hardware manager for Yaeger & 


Kirk Lumber Co., Santa Rosa, Calif. 


“There is a formula which works in developing 
more sales of builders’ hardware to contractors,” says 
Jim Novelli, hardware manager of the aggressive 
northern California retail lumberyard, Yaeger & Kirk 
Lumber Co., Santa Rosa, Calif. 


Novelli’s formula works, too. Inspection of his 
busy department and reports of his annual inventory 
turnover and net profit are proof of its success. Addi- 
tional evidence is found in the steady growth which 
the firm has shown in profitable sales of builders hard- 
ware to contractors 

The crux of Novelli’s formula is simple. Here it is: 

“Get outside the lumberyard. Call on the contrac- 
tors on their jobs and in their offices. Explain your 
services and ask for their builders hardware busi- 
ness.” 

“This is the key to success in selling hardware to 
contractors” Novelli said. “It is easy to be too busy 
at the lumberyard to do this,” he continued. “But 
people like to have you think enough of their business 
to call on them for it. They reward you with their 
trade,” 

Other parts of Novelli’s success pattern include: 

Pian to keep your stock turning. This is how you 
make your profit in builders hardware. A goal to aim 
at is to turn your inventory four times per year. Few 
achieve this. Novelli turns his about three times. Many 
hardware stores turn their’s only two times annually. 

“Turnover is the road to success,”” Novelli said. “If 
you don’t turn, you don’t profit.” 


Make the department one man’s responsibility. 
That man will be more effective for you if he has prior 
experience in the countless details of builders haraware 

“Let him know the growth of builders hardware sales 
is his responsibility,” Novelli said. “This in turn will 
result in contractors looking to him for advice and aid 
on builders hardware matters.” 


Offer good service. Make your total service so 
good that a builder can’t afford to buy his builders 
hardware elsewhere, even for a lower price. The lower 
price offered by cut-price competitors usually is not 
much lower than yours, and your competitor’s service 
usually suffers as his price drops. 

As you develop volume, you earn increasingly better 


discounts, which will improve your position in relation 
to your competition. Thus, the longer you continue your 
builders hardware sales program, the better it becomes 
for you. 


Use good display. Show your stock properly, on 
modern well-designed display stands. You can get help 
on this from American Lumberman and from your 
hardware wholesaler. Give special consideration in your 
purchasing to the wholesale salesman who is interested 
in helping you develop your builders hardware sales and 
improve your selling and display methods. 

This is important when your contractor-customer’s 
customer comes in to select the hardware that is to be 
used in her house. Any hardware looks better properly 
displayed and dusted. (Novelli gets dusting help from 
Denny Yaeger, grade-school-age son of general man- 
ager Steve Yaeger, who loves to help his father at the 
lumberyard. ) 


Use related selling. A well-rounded, profitably 
operating builders hardware department is an impor- 
tant help in selling all the other lumberyard items that 
go into a house. For example, locksets and butts are 
natural sales companions with doors. 

In bidding on hardware items, you bid as you do for 
other materials—you bid economy items on economy 
houses, top quality items on top quality houses. 

“You can get good inexpensive locksets, for exam- 
ple,” Novelli said. “They may not feel like the top 
quality lines, but they have a manufacturer’s guarantee 
and the price may be only 10¢ per lockset over the 
cheapest ones. No retail lumber dealer need feel afraid 
of endangering his reputation with such items.” 


Specialties are important. “Specialties are impor- 
tant in developing a good builders hardware depart- 
ment,” Novelli said. “There are so many of them, but 
you have to be alive to them all. Use your good judg- 
ment in selecting the ones to put into your inventory, 
and once in stock, you must exert effort to sell them.” 

Keep up to date on the new product offerings in 
builders hardware specialties by checking carefully the 
New Products pages in each issue of American Lum- 
berman. These items will help you keep a jump ahead 
of your competitors because in many cases you will be 
the only one in your market to stock some new item. 


LEADER of o three-man team 
selling builders hardware to 
contractors in his area is Jim 
Novelli, hardware manager at 
Yaeger & Kirk Lumber Co. 
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How to Make More HARDWARE PROPITS 


Sell More Hardware to BUILDERS 


“You can increase your builders hardware volume profitably —in the face 


of cut-price competition,” says Jim Novelli, hardware manager for Yaeger & 


Kirk Lumber Co., Santa Rosa, Calif. 


“There is a formula which works in developing 
more sales of builders’ hardware to contractors,” says 
Jim Novelli, hardware manager of the aggressive 
northern California retail lumberyard, Yaeger & Kirk 
Lumber Co., Santa Rosa, Calif. 


Novelli’'s formula works, too. Inspection of his 
busy department and reports of his annual inventory 
turnover and net profit are proof of its success. Addi- 
tional evidence is found in the steady growth which 
the firm has shown in profitable sales of builders hard- 
ware to contractors 

The crux of Novelli’s formula is simple. Here it is: 

“Get outside the lumberyard. Call on the contrac- 
tors on their jobs and in their offices. Explain your 
services and ask for their builders hardware busi- 
ness.” 

“This is the key to success in selling hardware to 
contractors” Novelli said. “It is easy to be too busy 
at the lumberyard to do this,” he continued. “But 
people like to have you think enough of their business 
to call on them for it. They reward you with their 
trade,” 

Other parts of Novelli’s success pattern include: 


Pian to keep your stock turning. This is how you 
make your profit in builders hardware. A goal to aim 
at is to turn your inventory four times per year. Few 
achieve this. Novelli turns his about three times. Many 
hardware stores turn their’s only two times annually. 

“Turnover is the road to success,” Novelli said. “If 
you don’t turn, you don’t profit.” 


Make the department one man’s responsibility. 
That man wiil be more effective for you if he has prior 
experience in the countless details of builders hardware 

“Tet him know the growth of builders hardware sales 
is his responsibility,” Novelli said. “This in turn will 
result in contractors looking to him for advice and aid 
on builders hardware matters.” 


Offer good service. Make your total service so 
good that a builder can’t afford to buy his builders 
hardware elsewhere, even for a lower price. The lower 
price offered by cut-price competitors usually is not 


much lower than yours, and your competitor's service 


usually suffers as his price drops. 


As you develop volume, you earn increasingly better 


discounts, which will improve your position in relation 
to your competition. Thus, the longer you continue your 
builders hardware sales program, the better it becomes 
for you. 


Use good display. Show your stock properly, on 
modern well-designed display stands. You can get help 
on this from American Lumberman and from your 
hardware wholesaler. Give special consideration in your 
purchasing to the wholesale salesman who is interested 
in helping you develop your builders hardware sales and 
improve your selling and display methods. 

This is important when your contractor-customer’s 
customer comes in to select the hardware that is to be 
used in her house. Any hardware looks better properly 
displayed and dusted. (Novelli gets dusting help from 
Denny Yaeger, grade-school-age son of general man- 
ager Steve Yaeger, who loves to help his father at the 
lumberyard. ) 


Use related selling. A well-rounded, profitably 
operating builders hardware department is an impor- 
tant help in selling all the other lumberyard items that 
go into a house. For example, locksets and butts are 
natural sales companions with doors. 

In bidding on hardware items, you bid as you do for 
other materials—you bid econcmy items on economy 
houses, top quality items on top quality houses. 

“You can get good inexpensive locksets, for exam- 
ple,” Novelli said. “They may not feel like the top 
quality lines, but they have a manufacturer’s guarantee 
and the price may be only 10¢ per lockset over the 
cheapest ones. No retail lumber dealer need feel afraid 
of endangering his reputation with such items.” 


Specialties are important. “Specialties are impor- 
tant in developing a good builders hardware depart- 
ment,” Novelli said. “There are so many of them, but 
you have to be alive to them all. Use your good judg- 
ment in selecting the ones to put into your inventory, 
and once in stock, you must exert effort to sell them.” 

Keep up to date on the new product offerings in 
builders hardware specialties by checking carefully the 
New Products pages in each issue of American Lum- 
berman. These items will help you keep a jump ahead 
of your competitors because in many cases you will be 
the only one in your market to stock some new item. 


LEADER of a three-man team 
selling builders hardware to 
contractors in his area is Jim 
Novelli, hardware manager at 
Yaeger & Kirk Lumber Co. 
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How to Make More HARDWARE PROFITS 


New Trends in Builders Hardware 


Expert tells about (1) latest developments in inventory control: 


(2) new 


hardware items: (3) merchandising tips; (4) training personnel. 


By JAMES D. YOUNG 
General Sales Manager 


The Yale Lock & Hardware Div. 
The Yale & Towne Mfg. Co. 


The rise of the retail lumber dealer as a one-stop 
source for nearly all building materials for residential 
construction is a dramatic postwar success story in the 
field of related selling 


Historically, the retail lumber dealer confined his dis 
tribution to lumber, rough hardware and other basi 
products 


The secret of related selling became increasingly 
understood immediately after World War II when the 
gigantic backlog of new home demands put the retail 
lumber dealer in the center of a long-term, lush market. 


As far back as 1946 a market study in depth con 
ducted by Yale & Towne, disclosed that the lumber 
dealer would evolve into the principal channel of dis 
tribution for all the materials that go into residential 
construction 


To seize the advantages of the enormous market op 
portunities presented by the new construction activ) 
ties, lumber dealers throughout the country began 
transforming their operations by adding many new 
lines 


Add finish hardware. Kuilders’ finishing hardware, 
a necessary and important part of every house, was a 
logical addition for these progressive merchants, who 
turned their yards into one-stop service centers-——a 
place where the homeowner or home builder could ful 
fill all of his needs for building materials 


oday nine out of ten lumber dealers carry locks, 
door closers and other builders’ furnishing hardware 
products. The lumber dealer has become the most im 
portant source of builders’ hardware for homeowners 
and home builders alike 


Service and convenience. The lumber dealer has 
gained his position of eminence in the building mate- 
rials supply picture because he is able to give service 
and to offer convenience to his customers. The typical 
lumber dealer was located outside of the high-land 
valued downtown centers and, therefore, was able to 
offer his customers convenient parking space. 
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He already had for his lumber business from one up 
to a fleet of trucks, operating in areas usually with a 
20-mile radius. Therefore, he could give efficient de 
livery service. But, most important of all, he offered his 
customers the convenience of one-stop building mate 
rial shopping and a source of information based on a 
high degree of familiarity with the final product 
a residential building. 


However, to continue this almost unprecedented 
progress, which has made him the principal outlet for 
builders’ hardware in the new homes market as well 
as in the increasingly important replacement market, 
the building materials dealer must constantly make cer- 
tain that he is offering his customers the best possible 
service in the light of changing building preferences 
and, at the same time, be alert to new merchandising 
methods, which will increase sales and add new cus 
tomers, 


Adequate inventory. For a successful builders’ 
hardware operation, the lumber dealer must first be 
sure that he has an active stock but of sufficient scope 
to fulfill his customers’ requirements. He must have 
locksets in the many designs, metals and finishes neces- 
sary to serve the needs of many architectural styles and 
decorative requirements. He must have sufficient lock 
set types to meet the varied locking functions demanded 
in today’s homes. For example, he will now need patio 
locks in addition to ordinary key-operated exterior 
locks, passage locks as well as bedroom locks, bathroom 
locks with their emergency unlocking feature, and per 
haps, depending upon his community’s local preference, 
other special purpose locksets. 


Being able to meet the requirements of design and 
function is not as difficult a problem for the dealer as 
it first seems, since lock manufacturers today provide 
a wide variety of finishes and designs in their lines. 
Yale & Towne, for example, produces its better grade 
residential key-in-the-knob type lockset in four differ 
ent basic designs, each in three different metals—brass, 
bronze and aluminum, and in a wide range of finishes. 

Trims available for these locksets range from colonial 
style rim lock escutcheons to decorative platter and 
star-shaped roses. The fact that all knobs, roses and 
escutcheons are interchangeable simplifies the problem 
of supplying the exact lockset needed for a particu 
lar job 


Housing trends. Although it is impossible to devise 
the perfect formula for stocking the various types of 
locksets because of differences in building requirements 


(continued on page 42) 
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Red Teggs Merchandising Zips: 


This label will help you build 
a bigger fence business! 


Be sure to display it 
where everybody entering 
your store will see it! 


TRAOE MARKS 


The familiar Cyclone “Red Tag” is 
one of the most convincing points 
you can use when talking fence to a 
home owner. For here is a label that 
says at a glance that behind the 
product are the vast resources of the 
world’s largest producer of steel 

That's why it will pay you hand 
somely to always keep a roll or two 
of Cyclone Lawn Fence out in front 
where it will catch the eyes of pros 
pective customers. Arrange the dis 
play so the famous Red Tag stands 
out for all to see 

When you sell Cyclone Lawn 
Fence, you can be sure purchasers 
will be completely satisfied. It is 
easier to handle. It retains its good 
looks years longer. And you can 
point out the reasons why, so they 
can see and feel the difference for 
themselves. Furthermore, you can 
give each customer a free illustrated 
folder which shows him exactly how 


FREE ERECTION FOLDER madly ow 
to erect his new fence 
FOR YOUR CUSTOMERS V CYCLONE . ' Available in both woven and 


welded, and in single and double 
loop styles in heights of 36, 42, 
+l and 48 inches. You can also offer 
to your fence prospects. It nage 4 : * ‘ : mat hing Gates as well as Flower 
shows and tells them ex ——) A | Oy tiie, Bed Border and Trellis. Better call 
actly how to erect their tog OS { . beech ata your Cyclone jobber today 

Cyclone Lawn Fence , 
When you order fence, tell bo 
your distributor how many ws ‘ “ CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


rou'll need. 
you'll need WAUKEGAN, ILLINOIS—SALES OFFICES COAST-TO-COAST— UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


This little pocket-size fold 
er is available in quantity 
for free distribution by you 
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COMBINATION door package each spring 
and fall at Getman and Judd, Stamford, 
Conn., features a door, screen insert, glass 
insert, hinges and a Yale latch and door 
closer. The package prices are always low 
er than the individual items 


HARDWARE leads to related selling at 
Getman and Judd Co. On a typical home 
improvement job, right, the package in- 
cluded wood trim, paint, paint brushes and 
key-in-the-knob locksets 


from one part of the country to another, there are cer 
tain general housing trends that greatly influence the 
basic stock, which should be carried today by the pro- 
greasive lumber dealer. For example, home buyers 
more and more are demanding a minimum of 11% baths 
There is a definite trend away from the two-bedroom 
house, popular in the immediate post-war period, and 
an ever increasing demand for three and four bedroom 
houses. The growing popularity of sliding doors for 
bedroom closets makes necessary the stocking of com 
plete lines of sliding door hardware but reduces accord- 
ingly the number of passage sets which must be car- 
ried in stock 


Suggested inventory. Thus, from even this brief 
study of present day home buyer preferences, it be- 
comes apparent that a good active inventory would 
follow this pattern: exterior locksets—four; patio 
one; bedroom—-three; bath—two; sliding door sets 
three; and passage sets—five. The exterior lockset fig- 
ure has been raised to four rather than the two or three 
sets required for the ordinary house because surveys 
show exterior locksets to be in greater demand than 
other types in the home improvement and alteration 
market 
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NEW PRODUCT with sales appeal is a 
compact home safe, which can be sold to 
builders as an added feature in their new 
homes. Price is modest. 


The progressive dealer will want to stock a large 
proportion of his exterior locksets keyed-alike in sets 
of twos, threes and even fours. Thus he will be able to 
offer the home builder or homeowner the convenience of 
having to carry only one key for all of his exterior 
doors. The exact proportion of keyed-alike sets carried 
by any one dealer, again will depend greatly on the 
local building situation. 


More door closers. With air conditioning gaining 
in popularity, the demand for high-grade hydraulic door 
closers is increasing. Closers in various capacities 
should be a part of every dealer’s stock. In addition to 
the heavier, hydraulic types, the progressive dealer 
should also stock the lighter weight, less expensive 
pneumatic types used for screen and combination storm 
and screen doors. 

The builders’ hardware stock, for maximum sales 
volume, should also contain an ample supply of cabinet 
locks, door pulls, and other hardware to supply the 
needs of purchasers of kitchen cabinets or “‘do-it-your- 
self” makers of unfinished furniture; auxiliary rim 
locks and latches always in demand to supplement the 
old bit key locks installed on many backdoors in the 
bustling, but not very discriminating, “Twenties”; pad- 
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locks of all types for special locking problems, and, of 
course, the very necessary butts and ornamental hinges, 
door stops, and sash fasteners. 


Trained personnel. Although obviously of prime 
importance, a well-planned inventory is not the only 
factor which influences the degree of success a lumber 
dealer will experience in his builders’ hardware oper 
ation. Of great importance also is the need for trained 
personnel, The typical lumber dealer through the years 
has built his business on service to his customers 
service often in the form of advice to the large do-it 
yourself market as well as the homebuilder 

He has become recognized by the homeowner as well 
as by the builder as not only a source of supply but 
also a source of accurate information regarding build 
ing materials—their correct use and function, installa 
tion, etc. As the lumber dealer’s lines have expanded, 
so has his need for specialized knowledge. 

The lumber dealer of today should make certain that 
at least one member of his sales staff is thoroughly 
trained in builders’ hardware so that he can work 
closely with builders and homeowners in determining 
their builders’ hardware requirements and in solving 
any lock or hardware problems they may have. In addi- 


Bui_pInc Propucts MrercHANDISER 


BUILDERS like the “Hardware Package 
of the Month”, a contractor hardware 
promotion staged by Getman and Judd 
Stamford, Conn. A typical package 
includes all the hardware for a house, 
including locksets, hinges and sliding 
door hardware 


LOUVERED doors conceal 
stock and display samples 
at Getman and Judd, 
Stamford, Conn. Stock is 
directly behind the sample 
boards 


ae . 
eeeted 


hid 


irda? \ 


tion to working inside, many dealers have found it 
profitable to have such a man spend a day or two a 
week calling on builders. 


Extension course. Specialized instruction is easily 
obtained. Yale & Towne, for example, has made avail 
able to colleges and universities across the country 
teaching aids for their extension courses in builders’ 
hardware. For those to whom such a college or univer 
sity is not readily accessible, Yale & Towne offers a 
correspondence course, which the “student” can com- 
plete at his own pace in his own community. Upon 
completion of the Yale & Towne Builders’ Hardware 
course, a graduate is presented with a Certificate of 
Completion 


Displays essential. “Show it to sell it,” is an old 
rule of selling. Aware of the validity of this statement, 
builders’ hardware manufacturers prepare attractive 
sales-getting point-of-purchase displays, which are 
available to lumber dealers. Some of these are mer 
chandisers for such popular sales items as nightlatches 
padlocks, forged iron hinges, ete. Others are operating 
mounts which can be used to demonstrate such products 


(continued on next page) 
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as sliding door hardware and screen and storm door 
hardware, while others are gang mounts which display 
various trims, designs and finishes available in locksets. 

Successful dealers have found that a special build- 
ers’ hardware display area for these sales aids is worth- 
while, not only from the standpoint of immediate sales, 
but also because it is an effective new customer lure 


Merchandising tips. The lumber dealer, through the 
years, has proved himself a master merchandiser, It 
was through his realization of the value of related sales 
that he gained his present position as the chief supplier 
of residential builders’ materials. A visit to lumber- 
yards about the country will prove that the lumber 
dealer of today has not lost any of the selling instincts 
of his forerunners 

For example, many lumberyards are increasing their 
sales of key-in-the-knob type locksets by wooing the 
“do-it-yourself” enthusiast and the small builder with 
the loan of a lock installation kit, which contains the 
necessary bits jigs and special tools necessary for ac 
curate and speedy installation of such locksets. Other 
dealers, to take advantage of the opportunities offered 
by the increasingly important home improvement mar 
ket, allow a small trade-in on the old lock when a new 
lockset is purchased, The old locks are collected in 
large barrels, which are prominently displayed as an 
added sales stimulator 

Getman and Judd Co., Stamford, Conn., the more 
than 100-year-old organization that has gained national 
attention because of its sound merchandising methods, 
offers several more examples of smart selling. In addi- 
tion to including builders’ hardware in its contin- 
uous advertising and promotion program, which in 
cludes a catalogue, newspaper advertising, and demon 
strations, hardware products are featured several times 
each year in special promotions 


Package deal. The homeowner is the target in the 
spring and in the fall of a package deal which is the 
epitome of related selling. Known as the Getman and 
Judd combination door seal, a combination door, a push- 
pull catch, and a closer, as well as the necessary two 
galvanize hinges, are offered as a package priced below 
the total price of the several items. 

The builder is not forgotten in these special promo- 
tions. For him Getman and Judd prepares a “Hardware 
Package of the Month’’—sufficient hardware to com- 
plete a house. A typical hardware package contains 
key-in-the-knob type locksets in the following quanti- 
ties: exterior three; bath two; bedroom three; 
passage six; three sets of sliding door hardware; 
sufficient 4 x 4 brass-plated hinges for the exterior 
doors, and 31% x3'% brass-plated hinges for the in- 
terior doors 


oth of these combination deals are attractively dis- 
played and are actively pushed by the sales personnel in 
the store and by the outside salesmen 


New products. The lumber dealer should constantly 
be alert to the introduction of new products by manu- 
facturers in order to keep his stock up to date and 
also to take advantage of profitable new merchandising 
opportunities offered by the new products. 


Indications point to an increasing population and, 
more important, to a high rate of new family forma- 
tions. This means that for the long-term future the 
level of new small-home construction in the United 
States will consistently be high. In addition, the re- 
placement market is increasing in importance. The lum- 
ber dealer, as the principal outlet of residential build- 
ers’ hardware and other building materials, is certainly 
in an enviable position, if he takes advantage of his 
opportunities. 





VER THE REQUIREMENT, 
NERAL INDUSTRIAL DOORS 
CAN MEET THE NEED. 


* * * 


General Industria! Doors are available in many styles with sizes to 
any opening Among our standard designs is the Dalite model, 
available in 3 a 6 panel styles, all sections with glass or with the 





bottom section closed 

There is no size limitetion for General Industrial Doors, we con build 
them te any height including 20 feet end any width including 20 feet 
Requirements beyond these dimensions may be submitted to our engineer: 
ing department for special consideration 

in addition to our standard equipment, General Industrial Doors can be 
supplied with low headroom equipment, Hi-lift equip., and Vertical lift 
features Thus we ore able to fit practically any installation 

Top quality is assured becouse Genera! Doors cre monufactured com- 
plete in our foctories under ovr own rigid manufacturing ond engineer- 
ing specifications We build them for constant weer and hoard use. 
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DON’T LET 
THE SALE 
STOP HERE 


dq---—------- + = 


GET THE 
—- _— FINISHED 
-_-_ FLOOR SALE 
ee oe TOO! 
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It means $14 per room’ EXTRA 


PROFIT to stock, 


promote, sell Gold Seal floors! 





whether he’s contractor 
doesn 't 


Your customer 
tract builder, or do-it-yourselfer 
stop work when the subfloor is down. If you 
stop selling at that stage, you're losing eas 
extra profit to somebody else 

Complete the sale with profitable Gold Seal 
Floors. Look how Gold Seal Floor Coverings 
can bring extra profit to lumber dealers 


PLUS 


YOUR PROFIT ON 
TOOLS AND SUNDRIES, 


T00! 1. tOne sale of linoleum tile for a 9’ x | 
. room gives you approximately $14 ss 
profit, based on a 40°) mark-up! 


It takes little space to display the 


FOR HOME OR BUSINESS: 
INLAID BY THE YARD—Linoleum + Nairon* Standard « Nairontop* 
RESILIENT TILES Rubber + Cork « Nairon Custom 
Nairon Standard - Vinylbest - Linoleum - Ranchtile® Linoleum 
PRINTED FLOOR AND WALL COVERINGS 
Congoleum® and Congowal!® 
RUGS AND BROADLOOM = LoomWeve* 


+ Asohalt 


©1956, CONGOLEUM-NAIRN Inc., Kearny, M. J 
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kor example a sper ial Gold Seal rack 
shows 24 different tile patterns in just 5 
aq. ft. of floor space 

Linoleum sales lead to the sale of ad 
hesives, tools plywood, naila, ets all 
at extra profit 

Gold Seal flooring is a heavily advertised 
year-round profitable item 

You can sell all Gold Seal products on the 
easy ABC “Buy Now—Pay Later Plan.” 
(et the full profit picture call the 
Gold Seal Distributor nearest you — now 


Cfo id Seal 


FLOORS AND WALLS 


oupon, page 106. 





Now you can satisfy the demand for the new 

and different in eye-pleasing exterior treatments 
~—and still offer the dependability and protec- 
tion of Masonite’s famous hardboard panels. 


3 ways to profit 
with 
MASONITE RIDGELINE 


Here are 3 profitable ways to sell these dense, 
grainless weather-defiant Masonite” panels. 
Each one offers the extra advantage of an all- 
over combed texture surface. Each one takes 
and holds paint or stain beautifully. 

Get the full story from your Masonite repre 
sentative or write Masonite Corporation, Dept. 
AL-1015, Box 777, Chicago 90, Ill. 


3. RIDGELINE SHINGLES 


1, RIDGELINE PANELS 


Add an interesting combed texture to 
the broad surfaces of panel and batten 
construction, Can be painted, or stained 
in popular foreat tones. 4" thick, 4’ 
wide and lengths up to 16’, 


Circle No. 23 on Coupon, page 106. 


2. RIDGELINE SIDING 


For the builder or owner who wants an 
unusually handsome effect with hori- 
zontal lines and texture. Choice of 12” 
or 16” widths in lengths up to 12’. 
Available with Shadowline wood strip. 


MASONITE 
yRODUC T sf 


October 15, 


The aristocrat of exteriors! Offers warm, 
deep, rustic tones when stained. In 12’, 
16” or 24” laps to permit more freedom of 
design. 4’ lengths for quick application. 
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HOME 


dramatizes the 


products and 








services you sell 


Homeowners are your best prospects and your 
biggest market, but as far as they’re concerned, 
you're just selling boards and nails. You have to 
draw a picture to make them visualize the home 
improvement packages you're really selling. Here’s 
how to do it: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


Circle No. 73 on Coupon, page 106. 




















who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 11¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000E, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing l'st service. 


Business name 
Street 
City Zone 


Your name 
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The 
screen cloth 
with the fastest 


sales growth 


today is 


IT'S PROMOTABLE! 


Easiest to work with, 
best for all kinds of 
screening needs: 
porches, breezeways, 


FIBERGLAS SCREENING | “* 


*7.M.0.C.F. Corp. 
CHICOPEE MILLS, INC. 
Lumite Division, 47 Worth Street, New York 13, New York Write for name of wholesaler nearest to you. 
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How to Make More HARDWARE PROFITS 


Special services help a New Jersey dealer “lock-up” 


400 LOCKSET SALES PER MONTH 


Sales-boosting secrets of Kuiken Brothers Lumber & Hardware Co. include: 


1. Master keying of locks for project builders and homeowners 


2. Offering key-cutting services 


3. Loaning installation jigs to small builders and homeowners 


1. Preassembly of builders hardware orders 


3. Maintaining a “‘full-wagon’’ 


Combining five special services 
enables the Kuiken Brothers Lum- 
ber & Hardware Co., Fair Lawn, 
N. J., to sell an average of 400 door 
hardware packages locksets and 
hinges—-each month 

tichard R. Kuiken, Jr., treasurer, 


inventory 


says the five sales-building services 
include: 

1, master keying of locks for proj- 
ect builders and homeowners; 2, 
loaning jigs for lock installation 
to smali builders and homeowners; 
3, maintaining key-cutting ma- 


LOCKSET DISPLAY appears in the kitchen of the model home in the project. When occu- 


pied, homeowners often have locks re-keyed so one key will open all doors. 
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chines; 4, orderly packing and pre- 
assembly of builders hardware or 
ders, and 5, keeping an adequate 
inventory. 


1. Master Keying of Locks 


“You keep many sales out of com- 
petition and you have an edge in the 
competitive sales when you render 
special services to builders and 
hardware customers,” says Dick, 
“and a good example of this is in 
our master-keying system.” 

The first is equipped to re-key 
door locks for builders so a single 
master key will allow admittance to 
any number of homes in a builders 
project. With the same system, the 
firm can re-key locks for home 
owners so a single key will open 
any door in the house. 

“While re-keying may seem com- 
plicated to many dealers,” says 
Dick, “it is actually a simple process 
that definitely helps in nailing down 
both original sales and repeat sales 
to builders.” 

Two of the builders hardware 
manufacturers that the company 
buys from have re-keying kits for 
sale to dealers. The kits cost about 
$10 each. The process involves dis- 
mantling the door lock and resetting 
of pins so a master key fits the lock. 

The company has two men able to 
do the re-keying, which, according 
io Dick, can be learned with about 
four hours’ practice. Re-keying a 
lock takes about 10 minutes and the 
firm charges 40¢ for re-keying each 
lock. 

“Builders certainly appreciate the 
fact that one master key for a whole 
project is better than the old system 
when they had to have a separate 
key for each house,” says Dick. 
“And, once a builder and his fore- 
mea have master keys, they are in- 
clined to buy locksets for future 
projects from us so we can re-key 
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the locks to fit their master keys. 

“Also, it frequently develops that 
once homeowners occupy project 
homes, they prefer to have the 
locks re-keyed again so only their 
personal master key will open the 
doors. Builders need master keys 
only for front doors; homeowners 
usually want a master key that will 
open all doors in their home,” he 
adds. 


2. Key-Cutting Service 


“When you re-key a lock,” says 
Dick, “you must cut new keys for 
the lock so key-cutting machines 
are a necessity.” 

The company has two key-cutting 
machines, one located in a back room 
and one located right on the sales 
counter in the showroom. The ma 
chine on the sales counter, which 
cost about $130, is an automatic unit 
that will cut a new key from a pat 
tern key without supervision. The 
automatic key-cutting machine was 
placed on the counter so the oper 
ator can watch the store and wait on 
trade while keys are being made. 

“Maintaining key-cutting ma 
chines is a good business in itself,” 
he states. “We cut from 200 to 250 
keys each month. The charge is 25¢ 
each or two (from the same pattern 
key) for 45¢. You pay for your ma 
chines rapidly and the traffic gen 
erated from the key-cutting busi 
leads to plenty of impulse 


ness 
sales. 

The firm also has an electric 
grinding machine with an emery 
wheel and a steel-brush wheel. The 
machine is used for grinding down 
excess metal keys and brushing 
metal filings off keys after the cut 
ting process. 


3. Loaning Installation Jigs 


“The fact that we loan installa- 
tion jigs at no cost to homeowners 


KEY-CUTTING MACHINE is located right 
on sales counter. Once set-up, it will cut 
a new key automatically. Dealer makes 
200-250 per month at two for 45¢. 
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and small contractors leads to 
dozens of lockset sales,” says Dick 
“The average homeowner, for exam 
ple, at first is hesitant to try to in 
stall a door lock. But, when we pull 
out our demonstration block and 
show how easy you can drill the 
holes using the jig clamped on the 
door, the customer’s face lights up 
and he buys the lock.” 

The company has two installation 
jigs for loaning to customers. Jigs 
are loaned for a 24-hour period, but 
most borrowers return them in a 
matter of one or two hours. If the 
customer is known, the jig is loaned 
without a deposit. If the customer is 
a stranger, he is required to deposit 
the purchase price of the jig ($10 
$25) until it is returned 

Names and addresses of jig bor 
rowers are noted on a charge ticket 
which goes into the register until 
the jig is returned. In a few rare 
cases when jigs were not returned 
in a few days, the bills were mailed 
and the jigs were returned imme 
diately. The firm has never lost a 
jig. 


4. Prearranging Orders 


“When a busy builder calls for his 
hardware order,” Dick, “he 
can’t afford to wait around a few 
hours while it 
So, once a job is sold, we pack it and 
store it in a separate place until 
the builder is ready to pick it up.” 


savs 


is being assembled 


The prearranging of the order 
is handled by the staff during slack 
periods. The items of hardware are 
grouped and packaged as they will 
be needed by carpenters during in 
stallation. Special lockset boxes, 
such as those for front doors, are 
clearly labeled with red pencil 


LOCK INSTALLATION JIG clinches many 
lockset sales to homeowners. Dick shows 
a customer how jig clamps on door to 
allow foolproof installation of new lock. 


5. Maintaining Inventory 


“We think it is important to buy 
locksets by the case rather than by 


the dozen,” says Dick, “because 


project builders often want several 


” 


dozen at once 

The firm has a general policy of 
keeping a full case of each lockset 
style in stock at all times (cases hold 
from 20 to 30 locksets The com 
pany maintains an inventory of at 
least four cases of the more popular 
locksets 


Advertising New Designs 


“Manufacturers recently have 
been coming out with striking new 
designs for door hardware that are 
a big help in sales,” says Dick, “The 
designs for front door locksets with 
decorative escutcheon plates are 
aimed at catching the ladies eyes 
and they do 

“We devote one complete display 
window to builders hardware on a 
full-time basis,” he “and, it’s 
amazing how the window with the 
new front door loeks on display at 
tracts the women customers 


SaVvs 


“In order to inform the public 
about the advances in lock design 
advertise builders 
hardware as part of our regular 
newspaper schedule. During the 
spring and fall, the best seasons for 
builders hardware sales, we use di 
rect mail to reach our builder cus 
tomers,” he adds 

Kuiken Brothers Lumber 4 
Hardware Co., established in 1912 
employs 16 persons. Located in Fair 
Lawn (pop, 24,000), near New York 
City the company’s trading terri 
tory has a radius of about 40 miles 
Officers are: Richard Kuiken, 8S: 
president; Nick Kuiken, vice-presi 
dent; Richard R. Kuiken Jr 
urer:; and Edward Kuiken 


tary 


we frequently 


treas 


aecre 


PREASSEMBLED ORDER of builders hard 
ware is checked by Dick. Once job is sold 
entire hardware bill is preassembled in an 
orderly fashion to save builder's time 
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How to Make More HARDWARE PROFITS 


Special services help a New Jersey dealer “lock-up” 


400 LOCKSET SALES PER MONTH 


Sales-boosting secrets of Kuiken Brothers Lumber & Hardware Co. include: 


1. Master keying of locks for project builders and homeowners 


2. Offering key-cutting services 


3. Loaning installation jigs to small builders and homeowners 


4. Preassembly of builders hardware orders 


5. Maintaining a “‘full-wagon’ 


Combining five special services 
enables the Kuiken Brothers Lum 
ber & Hardware Co., Fair Lawn, 
N. J., to sell an average of 400 door 
hardware packages locksets and 
hinges——-each month 

Richard R. Kuiken, Jr., treasurer, 
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inventory 


says the five sales-building services 
include: 

1, master keying of locks for proj- 
ect builders and homeowners; 2, 
loaning jigs for lock installation 
to small builders and homeowners; 
3, maintaining key-cutting ma- 


LOCKSET DISPLAY appears in the kitchen of the mode! home in the project. When occu- 


pled, homeowners often have locks re-keyed so one key will open all doors. 
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chines; 4, orderly packing and pre 
assembly of builders hardware or 
ders, and 5, keeping an adequate 
inventory. 


1. Master Keying of Locks 


“You keep many sales out of com- 
petition and you have an edge in the 
competitive sales when you render 
special services to builders and 
hardware customers,” says Dick, 
“and a good example of this is in 
our master-keying system.” 

The first is equipped to re-key 
door locks for builders so a single 
master key will allow admittance to 
any number of homes in a builders 
project. With the same system, the 
firm can re-key locks for home- 
owners so a single key will open 
any door in the house. 

“While re-keying may seem com- 
plicated to many dealers,” says 
Dick, “it is actually a simple process 
that definitely helps in nailing down 
both original sales and repeat sales 
to builders.” 

Two of the builders hardware 
manufacturers that the company 
buys from have re-keying kits for 
sale to dealers. The kits cost about 
$10 each. The process involves dis- 
mantling the door lock and resetting 
of pins so a master key fits the lock. 

The company has two men able to 
do the re-keying, which, according 
to Dick, can be learned with about 
four hours’ practice. Re-keying a 
lock takes about 10 minutes and the 
firm charges 40¢ for re-keying each 
lock. 

“Builders certainly appreciate the 
fact that one master key for a whole 
project is better than the old system 
when they had to have a separate 
key for each house,” says Dick. 
“And, once a builder and his fore- 
men have master keys, they are in- 
clined to buy locksets for future 
projects from us so we can re-key 
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the locks to fit their master keys. 

“Also, it frequently develops that 
once homeowners occupy project 
homes, they prefer to have the 
locks re-keyed again so only their 
personal master key will open the 
doors. Builders need master keys 
only for front doors; homeowners 
usually want a master key that will 
open all doors in their home,” he 
adds. 


2. Key-Cutting Service 


“When you re-key a lock,” says 
Dick, “you must cut new keys for 
the lock so key-cutting machines 
are a necessity.” 

The company has two key-cutting 
machines, one located in a back room 
and one located right on the sales 
counter in the showroom. The ma- 
chine on the sales counter, which 
cost about $130, is an automatic unit 
that will cut a new key from a pat- 
tern key without supervision. The 
automatic key-cutting machine was 
placed on the counter so the oper 
ator can watch the store and wait on 
trade while keys are being made 

“Maintaining key-cutting ma 
chines is a good business in itself,” 
he states. “‘We cut from 200 to 250 
keys each month. The charge is 25¢ 
each or two (from the same pattern 
key) for 45¢. You pay for your ma 
chines rapidly and the traffic gen 
erated from the key-cutting busi- 
leads to plenty of impulse 


ness 
sales. 

The firm also has an electric 
grinding machine with an emery 
wheel and a steel-brush wheel. The 
machine is used for grinding down 
excess metal keys and _ brushing 
metal filings off keys after the cut- 
ting process. 


3. Loaning Installation Jigs 


“The fact that we loan installa- 
tion jigs at no cost to homeowners 


eh 


KEY-CUTTING MACHINE is located right 


on sales counter. Once set-up, it will cut 


a new key automatically. Dealer makes 
200-250 per month at two for 45¢. 
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and small contractors leads to 
dozens of lockset sales,” says Dick 
“The average homeowner, for exam 
ple, at first is hesitant to try to in 
stall a door lock. But, when we pull 
out our demonstration block and 
show how easy you can drill the 
holes using the jig clamped on the 
door, the customer’s face lights up 
and he buys the lock.” 

The company has two installation 
jigs for loaning to customers. Jigs 
are loaned for a 24-hour period, but 
most borrowers return them in a 
matter of one or two hours. If the 
customer is known, the jig is loaned 
without a deposit. If the customer is 
a stranger, he is required to deposit 
the purchase price of the jig ($10 
$25) until it is returned 

Names and addresses of jig bor 
rowers are noted on a charge ticket 
which goes into the register until 
the jig is returned. In a few rare 
cases when jigs were not returned 
in a few days, the bills were mailed 
and the jigs were returned imme 
diately. The firm has never lost a 
jig 

4. Prearranging Orders 


“When a busy builder calls for his 
hardware order,” Dick, “he 
can’t afford to wait around a few 
hours while it is being assembled 
So, once a job is sold, we pack it and 
store it in a separate place until 
the builder is ready to pick it up.” 


Savs 


The prearranging of the orders 
is handled by the staff during slack 
periods. The items of hardware are 
grouped and packaged as they will 
be needed by carpenters during in 
stallation. Special lockset 
such as those for front doors, are 
clearly labeled with red pencil 


boxes, 


LOCK INSTALLATION JIG clinches many 
lockset sales to homeowners. Dick shows 
a customer how jig clamps on door to 
allow foolproof installation of new lock. 


5. Maintaining Inventory 


“We think it is important to buy 
locksets by the case rather than by 
the dozen,” says Dick, “because 
project builders often want several 
dozen at once.” 

The firm has a general policy of 
keeping a full case of each lockset 
style in stock at all times (cases hold 
from 20 to 30 locksets). The com 
pany maintains an inventory of at 
least four cases of the more popular 
locksets. 


Advertising New Designs 


“Manufacturers recently have 
been coming out with striking new 
designs for door hardware that are 
a big help in sales,” says Dick. “The 
designs for front door locksets with 
decorative escutcheon plates are 
aimed at catching the ladies eyes 
and they do 

“We devote one complete display 
window to builders hardware on a 
full-time basis,” he says, “and, it’s 
amazing how the window with the 
new front door locks on display at 
tracts the women customers 

“In order to inform the public 
the advances in lock design, 
advertise builders 
hardware as part of our regular 
newspaper s hedule During the 
spring and fall, the best seasons for 
builders hardware sales, we use di 
rect mail to reach our builder cus 
adds 


about 
we frequently 


tomers,” he 

Kuiken Brothers Lumber 4&4 
Hardware Co., established in 1912 
employs 16 persons. Located in Fair 
Lawn (pop. 24,000), near New York 
City the company’s trading terri 
tory has a radius of about 40 miles 
Officers are: Richard Kuiken, S81 
president; Nick Kuiken, vice-presi 
dent; Richard R. Kuiken Jr., treas 
urer: and Edward Kuiken, secre 
tary 


PREASSEMBLED ORDER of builders hard 
ware is checked by Dick. Once job is sold 
entire hardware bill is preassembled in an 
orderly fashion to save builder's time 
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New CORONA 
Trim — 
7% x 3%" 
Cost Brass, 
Bronze, or 
Aluminum 


New POLARIS Trim- 
—~ 10% 7%" 


New Fully-Guided 
Locking Slide for 
Bath-Bedroom 
Function — assures 
easier action, 
maximum strength, 


New “U-Yoke” 
Latch Bolt Retractor 


New Foolproof 

Knob-Mounting 

Feature — knob 
cannot be put on 


metal in contact with 


Cast Bross, Bronze, 
or Aluminum 


New RANCHO Trim 
— 5% x 5%” 
(can also be used 


wood — maintains 


— provides smooth, 


positive action, snug fit, 


New large, 


on the squore) maxinem Hoey, Flat-Headed Screws 


Wrought Brass, — speed up 
Bronze, or Aluminum installation. 


«..and, of course, no die-cast parts 


Here's the low-cost residential lock 
that’s years ahead — both in styling 
and performance! The improved 
Guardian now offers a choice of 2 
handsome lockset designs, 7 spark- 
ling new rose designs, a smart new 
auxiliary handle — plus design 
improvements in practically every 
detail of operation, The improved 
Guardian is 4 times stronger — actu- 
ally outlasts higher-priced locks in 
breakdown tests! Put this beauty on 
display. Let your customers get the 
feel of its smooth, solid action. It's 
available in the 5 most-wanted func- 
tions-—today’s leading low-cost lock, 


New Auxiliary 
Handle for use with 
GUARDIAN 
Exterior Door Set 


Standard 
GUARDIAN Design 


or 
ene OSiTION 
cee 


Navona Retad | omiber Dw eer bua 


CHP 


New Round 5)" 7 rids 
Auxiliary Roses — F neo ely used \ 
Wrought Bross, . sf wid . 
Bronze, or Aluminum ‘ as 
Myst 


(three different sé 
designs) \ yanowaRe 


New Round 3'%/,” 
Auxiliary Rose — 
Wrought Brass, 
Bronze, or Aluminum 


P&F CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut 


Circle No. 27 on Coupon, page 106 


BUILDING PropucTs MERCHANDISER 





ADVANCED 7 
or "Os 


GLAMOROUS NEw Sty, 


a" No @. 











’ = 
New CORONA 

Trim — 
7\e x 34" 
Cost Brass, 
Bronze, or 
Aluminum 


New POLARIS Trim 
— Wx 7%" 
Cast Brass, Bronze, 
or Aluminum 


New Fully-Guided 
Locking Slide for 
Bath-Bedroom 
Function — assures 
easier action, 
maximum strength, 


New “Steel-Grip” 
Turn Piece — even 


New RANCHO Trim 
es ek 
(can also be used 
on the square) 
Wrought Brass, 
Bronze, or Aluminum 


Handle for use with 
2 GUARDIAN 
Exterior Door Set 


New Round 3'),” 
Auxiliery Rose — 
Wrought Brass, 
Bronze, or Aluminum 


New Round 514" 
| Auxiliary Roses 
Wrought Bross, 
Bronze, or Aluminum 
(three different 
designs 


Standard 
GUARDIAN Design 
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resists plier 
twist test! 


New Foolproof 
Knob-Mounting 
Feature — knob 
cannot be put on 
wrong. 


New Inside Rose 

New “U-Yoke” Plate — puts more 
Latch Bolt Retractor metal in contact with 

— provides smooth, wooed — maintains 


positive action, snug fit. 


maximum stability, New large, 


Flat-Headed Screws 
— speed up 
installation. 


«.. and, of course, no die-cast parts 


Here's the low-cost residential lock 
that’s years ahead — both in styling 
and performance! The improved 
Guardian now offers a choice of 2 
handsome lockset designs, 7 spark- 
ling new rose designs, a smart new 
auxiliary handle — plus design 
improvements in practically every 
detail of operation, The improved 
Guardian is 4 times stronger — actu- 
ally outlasts higher-priced locks in 
breakdown tests! Put this beauty on 
display. Let your customers get the 
feel of its smooth, solid action, It's 
available in the 5 most-wanted func- 
tions—today's leading low-cost lock, 


P&F CORBIN Division 


The American Hardware Corporation 


CORBIN New Britain, Connecticut 
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y widelyused \ 


ip” pens 
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YOUR AD OF THE WEEK 





No. 69 of a Series 


ADservice at Work 


One of the first requirements for an effective news 
paper advertising campaign is a supply of top-quality 
mats of products, projects and applications. American 
Lumberman has answered that need with the exclusive 
ADservice plan, which includes 254 mat illustrations 
A few of these are shown “at work” in the ads repro 
duced here 

ADservice mats are offered to lumber dealers only 
at a very low price. Write American Lumberman fo1 
free 48-page book showing all mats, giving complete 
information on how to use, 


I* Need More Room? 


We'll help you translorm your extra 
space into a family 


RECREATION ROOM 








_ PLYWOOD 
As Lew As for the week 


“4 ive per Unes!l f 
Drep Siding te per un. 


Red Wood 


Ponsiing 


Hardwood 


, Vieering 8s per og 
Knotty Pine 


wausoaro pans PANELING [Sr ™* 


aa aoe Sic, 18%‘. ¢ Biet Blinds 06.28 per pale 


_SHAPARD LUMBER CO. 


Phone EV 8-3612 











110 Cemetery Avenue 





FOR YOUR AD-IDEA FILE 


Ad of Shapard Lumber Co., Columbia, Tennessee, 
is 3 col. x 12 in. ADservice mats are nos. 2, 1 70, 


7 and & 


A 
’ vO, 


Moorman Lumber and Supply Co., Ypsilanti, Mich- 
igan, ad is 3 col. x 15 in. ADservice mats used are 
nos. 88, 118 and 79 


MOORMAN LUMBER & SUPPLY CO. 


THIS IS THE YEAR... Yes, the very week to 
start those important home improvement 
jobs! Everything is in your favor. ..dey# ere 


Qt RAT) 


0 long and early summer is ideal for both out- 
fey 4 


side and interior projects. .. No money down 

oa 4 year w and easy payment plen enables you to “en- 

eh joy while you pay”. .Many of our top quality 
D> ri products now at spdcial low prices. 

We'll help you plen, arrange for financing 

and put you in touch with @ reliable contrac- 


tor if you wish. 


LET OUR HOME SERVICE DEPARTMENT 
HELP YOU GET STARTED NOW ON 


HOME IMPROVEMENTS 


, ADD A ROOM 


for den, bedroom, 
TV feom 





Let we whew you how te get new 
ving specs in your heme. We'll 
help you design just the reem you 
need. chow you samples of var 
love welt, eulling and Meer me 
teria. Shep in cur modern Bulle 
ing Material Olepiay room fer 

| competent advice, Me ebtigation 


Low as 
$19.17 per month 


See the new... 


MICARTA UNITOP 


Especially designed to add thet extra luxury 
to the modern kitchen. Neo metal mouldings 
—no catchalls for germ-breeding food par- 
ticles. On display now 

Only $6.95 Lin. Ft. 


BIG 14° x 20 


GARAGE 


civdes 


1 asphalt 


Low as $11.93 per mo 








Phooe | MOORMAN LUMBER 
= & SUPPLY CO. 


Three Generations of Dependable Service 
9 W. Michigan Ave. 
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“TOP-OF-THE-GRADE” 
DOORS 


Every Atlas Plywood flush door you stock 
and sell, regardless of wood or price, has this 
one thing in common with every other Atlas 
Plywood flush door. 


It is the top of the grade 
in which it is classified. 


There are two big reasons for this: The 
Atlas Plywood quality policy of manufactur- 
ing up to the highest limit of the grade, never 
to the lowest. And second, the Atlas Plywood 
quality control situation which gives Atlas 
Plywood the “‘say”’ at every stage from forest 
to finished product. 

Thus at the same price you can give your 
customers a better product... the surest way 
‘on earth of building a quality name and get- 
ting repeat business. Let Atlas Plywood flush 
doors be the quality-key of your business. 
Write for free illustrated folder showing the 
full Atlas Plywood line of nationally-adver- 
tised flush doors. Atlas Plywood Corporation, 
Dept. AL-10, Boston 16, Mass. Distributors in 
all principal cities. 


BIRCH, GUM, OAK and LAUAN 


Special grades and woods on order. 


Better on the outside. Atlas Plywood doors are uni 
formly sanded by a special Atlas process which results 
in lower finishing costs to builders. 


Better on the inside. Hollow core flush doors are al/ 
wood, ladder-type with struts dadoed into stiles to 
give greatest resistance against warping and retain 


stability. 


Better in total construction. Construction members and 
construction methods are both above the minimum of 


the standard requirements. 


Better service back-up. Atlas Plywood’s network of 
owned supply sources, mills and distributing ware 
houses enable Atlas Plywood to be ‘Top-of-the-field”’ 
in service, too, 
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Inset shows 
how struts are 
dadoed into 


Stiles 


BEAUTIFULLY AT HOME IN ANY TYPE HOUSE 
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@ It’s as plain as the big “R” in Rusco. Here’s 
your big chance to get on the great new 
Rusco team! As a fully franchised dealer or 
distributor for big-profit Rusco prime win- 
dows or Rusco combination windows and 
doors, you'll be able to cash in on the finan- 
cial harvest from the new construction 
business and the fast-growing home im- 
provement market. Everything’s new at 
RUSCO but the name! And dealers and 
distributors are taking quick advantage of 
the new pricing policies...the new products 
the new and broader market coverage 


plus the biggest market-building program 


in our more than twenty years of leadership 


in the field. Everything's new at Rusco 
and there’s everything here for you with the 
oldest and best-known line of nationally 


advertised windows and doors on the market. 
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Take a look NOW at 


USCO 


..a profitable lifetime business for YOU! 


NE W low prices —in spite of rising 
costs Rusco reduces prices! 


NEW distribution plan with terri- 
tories re-drawn 


NE Ww “Series 57” line of steel prime 
windows at lower prices 


NEW «reai-Fin" tine of aluminum 
prime windows, to meet builders’ need 
for standard sizes 


NEW opportunities with Rusco's 
famous steel combination line 


We're re-aligning our marketing territories. 
There may be a valuable Rusco franchise 
open right in your own local area. Get ail 
the facts by mailing this coupon today. No 
obligation—but act now so you won't lose out. 


Get the facts... 
and GO with RUSCO! 


++. the greatest name in windows and doors 


3UILDING PropucTs MERCHANDISER 


NEW nigh-quatity aluminum 
combination window and door line 


NEW low-price aluminum 


combination window and door line 


NEW faster shipping facilities now 
in operation 


NEW factories and warehouses 
strategically located 


NEW Rusco dealer ad program 
ready to spearhead local promotions 


NEW easier qualifications for 
dealerships and distributorships 


Department 8-AL-106 


Cleveland |, Ohio 


Please send me full information on the Rusco franchise for 
check one) dealers distributors of (check one) combi 


nation windows and doors prime windows and doors 


Name 





LOWERING COST of sheathing phases of 
construction is the intention of Sheet- 
Board, the new utility sheathing panel just 
getting into production in several Western 
Pine mills. 


Western Pine Develops 
2' x 8’ Sheathing Panel 


A kiln-dried lumber core sheath 
ing panel has been developed by the 
research laboratory of the Western 
Pine Association, Portland, Ore. 
The new panel, known as Sheet- 
Board, is made in 2’ x 8’ size, al 





OBITUARIES 


Stuart H. Ralph, 63, a vice- 
yresident and director of The 
Vlintkote Co., died suddenly at 
his home in Westport, Conn., 
Sept. 6. Born in Oil City, 
Penna., and educated at Boston 
University, Mr. Ralph came to 
The Flintkote Co. in 1920. His 
first assignment was as assist- 
ant to the general sales man- 
ager. He was elected vice-presi- 
dent in charge of building 
material sales in 1933 and a di- 
rector in 1944, 

Active in industry promotion 
work, he was, at one time, both 
resident and a director of the 
nsulation Board Institute, the 
Asbestos-Cement Products As- 
sociation and the Insulating 
Siding Association. He was also 
a former member of the Board 
of Governors of the Asphalt 
Roofing Industry Bureau. 


Donald L. McClure, 49, re- 
cently appointed general man- 
ager of the Corrulux Div. of the 
L.O.F. Glass Fibers Co., col- 
lapsed and died of a heart attack 
on Sept. 14 in Houston, Tex. He 
had left Toledo, Ohio, only a few 
weeks before to take up his new 
duties. Surviving are his widow, 
Doris Angevine, and a daughter, 
Sharon Lynn. 














though the continuous hot press 
process machine forming the panels 
can be set to produce panels of any 
width. 

The sheathing is a sandwich with 
1” kiln-dried No. 5 common west- 
ern pine boards in the middle and 
38-pound, resin-impregnated kraft 
paper laminated to either side. The 
long edges of each panel are ship- 
lapped; each panel weighs about 32 
pounds. Within the lumber-kraft 
sandwich, the boards are not edge- 
glued. Instead, the heavy kraft holds 
them securely. Glues used to adhere 
the kraft to the lumber are of ex- 
terior, water-resistant type. 

“Builders will not have to apply 
building paper over a Sheet-Board 
sheathed wall,” said Carl Rasmus- 
sen, WPA director of research 
“However, the panels do not block 
passage of water vapor from the 
warm interior of the house to the 
colder exterior.” 

Although not yet officially ap- 
proved by the FHA, the panel has 
been used in the construction of 
houses in the vicinity of the mill 
making it, Boise Payette Lumber 
Co., Emmett, Idaho. On one $15,000 
house application time for the 
Sheet-Board panels was about half 
the estimated time for applying 
standard shiplap. 


Fund for Medical Education 

“The lumber industry has an op- 
portunity this year to provide a 
100% bonus with its gifts to Amer- 


ican medical schools through the 
National Fund for Medical Educa- 
tion,” states Owen R. Cheatham. 
Cheatham, president of Georgia- 
Pacific Corp., New York City, is 
chairman of the Lumber Division of 
the Fund’s Committee of American 
Industry. The National Fund is 
seeking $10 million annually from 
business and industry for the na- 
tion’s 82 hard-pressed medical 
schools. 

“The bonus is made possible,” 
Cheatham said, “by an appropria- 
tion from the Ford Foundation, 
which has set aside $10 million to 
be used over the next few years as 
a massive pump-primer to attract 
corporate support of medical edu- 
cation.” 


Moves to Palo Alto, Calif. 


Armin Elmendorf, president of 
Elmendorf Research, Inc., announces 
the removal of the firm’s laboratory 
from Chicago to a new  build- 
ing in Palo Alto, Calif. Consultant 
to the forest products and building 
materials industries, Elmendorf is 
specializing in research aimed at 
the utilization of sawmill and log- 
ging residues. 


Triples Gross Sales 

Versa Products Co., Lodi, Ohio, 
ornamental iron firm, announces its 
sales for the first six months of the 
year were more than 300% greater 
than during the same period in 
1955. Enlargement of the firm, 
coupled with more complete national 
distribution, has brought about an 
all-out advertising program for the 
fall of 1956 and spring of 1957, re- 
ports sales manager Lester Coe. 


Display of Historic Locks 


A highlight of the recent 20th 
annual meeting in Chicago of the 
National Builders’ Hardware Assn. 
and the American Society of Archi- 
tectural Hardware Consultants was 
a display of historic locks owned by 
Charles Kendrick, chairman of the 
board, Schlage Lock Co., San Fran- 
cisco. The collection featured locks 
and keys from earliest history up to 
recent times. Oldest lock was a 
hand-carved wooden pin tumbler 
type used about 2,000 years ago. It 
was found in Alexandria, Egypt, 
about 1865. 


Two Certified Public 
Accountants Join Forces 


Wallin Lucas 

Two of the three pioneers in the 
field of sound accounting and cost 
controls for the retail lumber and 
building materials industry joined 
forces recently when Eastern Mill- 
work and Lumber Audit Service an- 
nounced its merger with Wolf and 
Co. Their combined experiences and 
facilities will be available through 
all of Wolf and Co.’s offices as well 
as their 28 associate offices. 

On the eastern seaboard, William 
M. Lucas and O. V. Wallin will con- 
tinue to direct the activities of these 
specialized services, which their re- 
spective firms have for many years 
rendered to the retail lumber and 
building industry. 

It was back in the middle '20s that 
the National Retail Lumber Dealers 
Association first selected Lucas’ 
firm, the Eastern Millwork and 
Lumber Audit Service; Wallin’s 
firm, Wolf and Co., and Battelle of 
Battelle & Battelle to join forces in 
recommending their concept of the 
necessary sound accounting methods 
which the industry should adopt. 
Their recommendations, with modi- 
fications and improvements dictated 
by changing times, are still in gen- 
eral use. 

(continued on page 64) 


October 15, 1956, AMERICAN LUMBERMAN AND 





| i cy Steel Panels that Glide Aside- 
| Reveal All the Storage Space 


FULL-VU STEEL FOLDING DOORS BY LEIGH 


bring new convenience to closets, Storage 


space actually appears twice as large with 





these modern doors that fold together as they 
glide aside, exposing the entire closet not 
half a closet at a time. Homes sell faster with 
this practical touch of glamor 

















PRICED FOR EVERY HOME-Full-Vu 
steel folding doors cost less than 
many wood closet door installations. 
They increase the sales appeal ol 
any home and cut costs at the 
same time 


QUICK, EASY INSTALLATION-Here's 
another big saving for cost-con 
scious builders. No hinges, no cut 
ting or fitting. One man can make 
a complete installation in 20 min 
utes or less. Fourteen sizes to fit 
all standard openings 





PACKAGED FOR PROTECTION-The 
exclusive Leigh design permits 
packaging with door surfaces at 
center of carton, to take rough 
handling without damage 


LONG, TROUBLE-FREE LIFE- Full-Vu 
steel doors are built to last a 
housetime. They can’t warp or 
sag, never “jump the track”, never 
cause costly call-backs. User satis 
faction is assured 


NO FINISHING COSTS~You don't 
spend an extra dime. These doors 
come with baked enamel beige 
prime coat or rich birch grain 
finish 
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rmonies for your 


be right! 


New Color Hormony Book 

eliminates guesswork! 
’ . n 

Lovely Color Harmonies 1n ie 

Super" KEM-TONE wall paint and KEM-GLO 

: oe warther” colur com wna 

8 Ait tcrally filled with hundreds A ° pacar dee: ; 

The wonderful — ven _— 

ke your docut 4 


alier pag 


tions to mal 


charge 


Over 1400 Different Color Harmonees' 


a wil ee by Super 
a d eaaget se onl sok from your neerdy , 
a - a 
pan eee for use in ana rE 
ie OP 4 e Dealer for 
Kem-Ton 


He 


Color Harmony 
Borrow the “0 your home 


Ads like this in full 


color are sending 
Big full-color ads in all these magazines 


women to Super . —_ 
P NOW and all Fall...and Next Spring! 
Kem-Tone Retailers The Saturday Evening Post Woman’s Home Companion 


Better Homes Good Housekeeping 
¢ > 
for this exclusive & Gardens McCall’s 
. = American Home Farm Journal 
color service Household Progressive Farmer 
Sunset Successful Farming 
Ladies’ Home Journal Capper’s Farmer 


October 15, 1956, AMERICAN LUMBERMAN AND 





to see this 
COLOR HARMONY BOOK! 


Do you have it? 


beat * What colors should I choose for adjoining 
rooms to make sure they will complement 
each other in perfect harmony? 


Only the COLOR ¢ Which wall colors will harmonize 
ry , th Be ? 
HARMONY BOOK with my present furnishings 
rene sailedia ¢ I plan to redecorate and buy some neu 
answers questions furnishings. How can I be sure to have + What wall and cabinet colora4will go beat 
like these: everything in correct color harmony? 4 


with my colored kitchen appliances! 
¢ What accent colors should I use for my 
bookshelves, alcoves, etc.? 


« What new colora can I pick to go with 
my bathroom tile? 


ONLY SUPER® KEM-TONE and KEM-GLO” RETAILERS 
CAN OFFER THIS EXCLUSIVE COLOR SERVICE! 


That's right! Super Kem-Tone Retailers the country over report substantia! 
sales increases from the COLOR HARMONY BOOK! No one else matches 
this color selection service! 

How about you? You can make this exclusive color service available to 
all the homemakers in your area who will see the COLOR HARMONY 
BOOK featured in the leading magazines. Write: Super Kem-Tone, 1200 
Midland Building, Cleveland 1, Ohio... or one of these companies. 


The Sherwin-Williama Co., Cleveland 
Acme Quality Paints, Inec., Detroit « John Lucas & Co., Ine., Philadelphia 
W. W. Lawrence & Co., Pittsburgh « The Martin-Senour Co., Chicago 
The Lowe Brothers Co., Dayton + Rogers Paint Producte, Ine., Detroit 
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counter-balanced 
windows... 


ae 


because they 
are free 

of friction 
and pressure 
devices! 


A 
i windows! 


A QUALITY PRODUCT 
WITH A LIFETIME 
GUARANTEE 


174,000,000 


NOW IN USE 


INEXPENSIVE and QUICK 
TO INSTALL! 


Sold by all leading 
Building Supply Deolers 


Write for catalog today 


UNIQUE BALANCE CO. 
25 Bruckner Bivd., NW. Y. 54, N.Y. 
Circle No. 87 on Coupon. page 106. 
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R. K. MILES, JR., R. K. Miles Lumber Co., 
accepts keys to new Ford ranch wagon 
from sales manager Charles G. Smith, 
Plastic Woven Products, Inc. Left to right: 
Philip Connors, vice-president, John H. 
Graham & Co., Inc., sales agency for 
Plastic Woven Products: R. K. Decker, 
sales representative, Wholesale Service 
Supply Corp.; Smith; Miles; A. P. Fisher, 
president, Wholesale Service Supply Corp., 
which serves the Miles company. 


R. K. Miles, Jr., Wins 
Air-Lite Contest 


R. K. Miles, Jr., R. K. Miles Lum- 
ber Co., Manchester Depot, Vt., is 
richer by a new, fully equipped Ford 
station wagon, because of his win- 
ning display entry in the Air-Lite 
Fiberglas Screening contest. The 
new car was presented to Miles by 
Charles G. Smith, sales manager of 
Plastic Woven Products, Inc., Pater- 
son, N. J., weavers of Air-Lite 
Fiberglas Screening. 

Air-Lite dealers who placed 
among the 20 winners in the vaca- 
tion contest were eligible to win 
additional prizes. Aside from top 
winner Miles, all other winning Air 
Lite contestants received sets of 
matching luggage. They included: 
West Babylon Lumber Co., Babylon, 
N. Y., and L. R. Chase Lumber Co., 
Central Bridge, N. Y. 





Obituary 


Ward D. Briggs, 64, president 
of Crane-Johnson Co., Fargo, 
N. D., died unexpectedly at his 
home Sept. 8. Well-known in the 
industry, Mr. Briggs was a past 
president of the North Dakota 
Retail Lumbermen’s Association 
and the Northwestern Lumber- 
men’s Association, a past execu- 
tive committeeman and director 
of the National Retail Lumber 
Dealers Association. 

Mr. Briggs became affiliated 
with Crane-Johnson Co. in 1930 
and was elected president of the 
firm in 1948, succeeding the late 
Maynard Crane. Surviving are 
his widow, Hazel; two sons, Lee 
S. and Wylie, and two daughters, 
Mrs. Richard B. Wands and Mrs 
Calvin L. Lien. 











Walker & Hallowell 
. 
Begins Silver Promotion 

The sixty employes of Walker & 
Hallowell, Inc., Sarasota, Fla., are 
receiving their pay each week in 
silver dollars—about $5,000 of them 

in an attempt by the firm to show 
the merchants of this city the con- 
tribution of its payroll to the town’s 
business life. 

Lumberman J. J. Walker has 
asked merchants to refrain from 
turning in the silver dollars with 
their bank deposits, figuring it takes 
about nine exchanges of a dollar to 
return it to a financial institution. 
Thus, change is being given to cus- 
tomers in the silver cartwheels and 
each time a customer handles one, 
he is reminded of its origin at the 
office of the lumber dealer. 

Walker is also urging local busi- 
nessmen to begin making up their 
payrolls in silver dollars to spur 
business, since a recent study re- 
vealed that over a million dollars’ 
worth of building materials a year 
is being purchased outside Sarasota 
when the same material is available 
locally. According to J. J. Walker, 
Sarasota’s economy would probably 
become freewheeling if there were 
more of the cartwheels around. 


The Mae 
UMBERMAN?S- 


SO — —_— 


=e Loc 


Don Wilson has resigned as field 
representative for the Lmaber Mer- 
chants’ Association of Northern Cali 
fornia to join the staff of the Central 
Lumber Co. at Stockton... . James L. 
Rhodes has been named sales manager 
of Entz-White Lumber & Supply Co., 
Inc., Phoenix, Ariz. Rhodes joined 
Entz-White in 1955 as a salesman. 


With the appointment of Chester E. 
Hinshaw as general manager of its re- 
tail division, The Diamond Match Com- 
pany has initiated a three-year mod- 
ernization program for its chain of 63 
retail lumber and building materials 
yards and stores in northern and cen- 
tral California. Forming the new exec- 
utive team with Hinshaw are: Kenneth 
L. Brownell, manager; Lester J. Motta, 
assistant manager; William J. Harris, 
merchandising manager and director 
of purchases, and Ralph E. Geissler, 
comptroller. In commenting on the 
modernization program, Brownell! 
states, “The yards to be modernized 
this year include Red Bluff, Woodland, 
Roseville, Sebastopol and Turlock.” 


Purchase of 14 acres of waterfront 
property in East Basin, Los Angeles 
Harbor, at a cost of $922,500 was au 
thorized recently by the Board of Har 
bor Commissioners, The sale was made 

(continued on page 99) 
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TALL, 48” LONG 


40” TALL 


Here’s how alert dealers are building - 


OCTOBER NOVEMBER ?: 


into all-time highs 
| 


40” TALL 





In the past two Christmas Already under way, the Easi-Bild campaign ts 


seasons, builders and dealers being seen every month by readers of POPULAR 


have found a new way to boost MECHANICS, POPULAR SCIENCE, HOME MAIN 





- 
their year-end sales—with Easi Se rENANCE & IMPROVEMENT, THE HOMI 


Bild* Parterns and Homasote 48” HIGH CRAFTSMAN, HOMECRAFT MAGAZINE and THI 


This year, dealers are reporting even better sales chan FAMILY HANDYMAN 

ba Cc 

befor Every advertisement has 1 COUpONn, every inquiry In your 
forwarded to you personally ind your name 


This proved campaign is catching on fast, because it territory 
offers you prospects in every part of the market. To the ) every inquirer in your territory. Every adver 


real do - it - yourselfer, you sell an Easi- Bild Pattern tisement is your personal salesman 

plus a full bill of materials and paints. To the average Dealers who learned from the profits of the last two 
shopper, you sell a cut-out Homasote figure, paints, and noonme oft alsendie entewinn heave teles Ger on thi 
a painting pattern band by writing us in tely for details. For a 
The full-size pattern is simply traced onto %%” weather prompt response, please address Department K-17 
proof Homasote, cut out with a key-hole saw, and finished , Ra 1 Pe 
according to a completely specified painting scheme 

With East-Bild Patterns, these life-like figures are fool 


proof and fast to make for you or your customer 


This timely opportunity to multiply your sales is up 


ported by extensive advertian to your bese prospect 


40” TALI 
HOMASOTE comany 


TRENTON 3, NEW JERSEY 
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"Glue gales 
boosted over 25% by 
Glue-It-Yourself Corner!’ 


reports Mr. William Holze, Manager of the 
Bayside Woodworking Company, Bayside, N. Y. 


om 





“My glue and related item sales have been brisk since I set 
up my Glue-It- Yourself Corner because buying is made easier 
for my customers,”’ explains Mr. Holze. “They can get an 
expert answer to their gluing questions from the Elmer’s Glue 
Chart, too, and that saves me time!” 

Why not set up your own Glue-It-Yourself Corner and 
reap extra profits like Mr, Holze and hundreds of other alert 
retailers throughout the country. Just write to The Borden 
Company for your free, complete “Corner” kit that contains 
an attractive Glue-It-Yourself Corner sign, shelf strips, 
Elmer's Glue Chart, catalog of Do-It-Yourself Patterns, and 
a merchandising “tip sheet” that shows you how to get set. 
Address The Borden Company, Chemical Division, SPC 
Dept. AL-106, 350 Madison Ave., New York 17, N. Y. 


Heres the profit"backbone for your 
Glue-It- Yourself Corner... 
AT 
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ELMER'S® 

GLUE-ALL 
Here's the modern plastic 
give that sticks fast and 
strong, Dries cleat, won't 
stain, ideal for wood, paper 
cloth, pottery—any porous 
material. In handy plast« 
tube, squeeze bottle, and 
glass jars, sizes trom 15¢ up 


f 
—? 





ELMER'S® 
WATERPROOF GLUE 
its the glue that boating 
experts use. Exceeds mili 
tary Specifications for water 
proot glue Resistant to 
acids, alkalis, fungus, rot 
Super bond is stronger than 
the wood itself. ideal for 
any waterproof project 


an ELMER'S GLUE 


or every job! 


ELMER'S® 
CONTACT CEMENT 
Bonds plastic laminates to 
plywood quickly, without 
clamps, nails of presses 
Highly resistant to heat and 
water, Also bonds leather 
linoleum, synthetic rubber 
thin gauge metal. Outper- 
forms others in stress tests 


All 3 pre-sold to your customers in these leading magazines 
read by give users: SATURDAY EVENING POST, POPULAR 


MECHANICS, 


POPULAR SCIENCE, BETTER HOMES AND 
GARDENS, SUNSET, 


The Borden Company, Chemical Division, 350 Madison Ave., New York 17, N.Y, 
Circle No. 74 on Coupon, page 106. 

















MANUFACTURERS 


(begins on page 58) 





STANDARD WIRE CLOTH & SCREEN 


Standard Wire Cloth and Screen Co., formerly of 
York, Penna., moved into a new, modern plant re- 
cently at Brookhaven, Miss., for the manufacture of 
insect wire screening. The new factory occupies ap- 
proximately 100,000 square feet on 21 acres. _ 

In making the announcement, D. J. Blaser, vice- 
president in charge of sales, said the factory is pre- 
pared to carry on every operation of manufacture and 
includes a modern paint tower and electro-galva- 
nizing plating equipment. The new plant will manu- 
facture insect wire screening from all metals, in- 
cluding aluminum, bronze, electro-galvanized steel, 
Monel, stainless steel and others. In addition, alumi- 
num frameless tension screens, made by Keystone 
Wire Cloth Co., Hanover, Penna., an affiliate com- 
pany, will be stocked at all times. 


COMPANIES ANNOUNCE 


The appointment of Jay C. Hjort- 
land as sales manager of the packaged 
linseed oil department of Archer- 
Daniels-Midland Co., Minneapolis, is 
announced, Hjortland joined ADM in 
1949 and was connected with the oils 
shipping department. In 1945 he was 
promoted to sales representative for 
the packaged linseed oil department. 
He succeeds Don R. Wagner. Hjortland 

Emrys L. Williams has been appointed district manager 
for Zonolite Company. He will have charge of the firm’s 
sales activities in Michigan and Northern Ohio... . Three 
sales representatives have also been named by Zonolite. 
Kenneth A. Oretgren will contact dealers, contractors, 
architects and industrial firms in the Southern Illinois ter- 
ritory. Robert Asher will serve in the Central Missouri 
territory and Guiles E. Maxwell, Jr., will represent the 
firm in the Birmingham, Ala., area. 

Bird & Son, Inc., East Walpole, Mass., announces the 
appointment of George L. Stockman as assistant advertis- 
ing and sales promotion manager, building materials divi 
sion W. I. Thomas has been appointed manager of 
southwestern district, with headquarters at Dallas, Tex., 
for Acme Quality Paints, Inc. He succeeds W. J. Davis, 
who is retiring as manager after 31 years with the com- 
pany. Clay Equipment Corp., Cedar Falls, Ia., an- 
nounces the appointment of G. E. Lewis as general sales 
manager. He succeeds Robert Clay, who recently moved to 
Florida to direct Clay’s entry into the southeastern market. 


The Board of Directors of Southwest Lumber Mills, Inc., 
at its regular quarterly meeting, held in San Francisco 
recently, declared a dividend of 15¢ a share on the common 
stock of the corporation, payable October 1, to stockholders 
of record of September 15. 


Raymond S. Chase has been promoted to manager of the 
ales engineering department of Masonite Corporation, 
Chicago. He had been assistant manager for two years. 
James H, Mein was promoted to assistant manager. 


Promotion of two top sales officials to newly created sales 
positions is announced by the Delta Power Tool Div., Rock- 
well Mfg. Co., Pittsburgh, Penna. Byron E. Coon, manager 
of sales promotion and merchandising, has been named 
general sales manager for the division; Irving G. Meyer, 
an assistant to the vice-president, has been named sales 
manager and product manager, Delta Homecraft. 


Robert J. Delf has been named advertising director of 
the Southern Pine Association, New Orleans. Formerly 
vice-president of Atlas Tool and Mfg. Co., St. Louis, Delf 
replaces Robert W. Lenski, who has resigned. A. J. 

(continued on page 66) 
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ON AUGUST 21, 1956, WE 
PRODUCED THE ONE MILLIONTH CAPITOL DOOR! 


Once again Capitol demonstrates dominant leadership in the 
industry by being the first manufacturer to produce and sell 


1,000,000 aluminum combination doors 


To celebrate this 1,000,000th Door Jubilee, Capitol has 
launched another nation-wide sales -stimulating promotion to 


help dealers and distributors everywhere sell more doors, 


CAPITOL’S LEADERSHIP IN EXPERIENCE, QUALITY, 
VALUE AND SERVICE KEEPS YOU FIRST IN SALES! 


Look to Capitol for Leadership Cash-in On Capitol’s 


1,000,000th Door Jubilee Promotion 
Ist in EXPERIENCE . Capitol, world’s largest 
manufacturer of Aluminum Doors, is the first to GIANT SALES CONTEST... Easy-to-operate, com- 


have produc ed 1.000.000 doors pletely-pac haged contest u ith Neu 1957 Ford Ranch 
Ist in QUALITY Capitol is the acknowledged Wagons for consumers, dealers and distributors 


Mind crattamanshap 7/1 aNAliye SsiB S98 SALES AIDS GALORE... Complete lead-producing 
y package contains ad mats, Radio and TV materials, 

Ist in VALUE Capitol Doors are the most store display, banners, posters, contest blanks... 

competitively priced, commensurate with per plus BIG advertising allowance for dealers. 


pa 


pound of aluminum quality 


Ist in SERVICE Capitol’s own vast fleet of NATION-WIDE PUBLICITY... Nasional magazines, 
trailer trucks speeds delivery to you Capitol's newspapers, Radio and TV will tell and sell your 
field men and market-tested sales program help customers during Capitol’s 1,000,000th Door Jubilee. 
you sell in your market area 


Cr ee 
Return coupon for fuil details... ACT TODAY 
CAPITOL PRODUCTS CORPORATION + MECHANICSBURG 51, PA. 


Rush me complete information on Capitol’s Millionth Door Jubilee 


CAPITOL'S 1,000,000TH _B*~ 
Door JUBILEE Wilt Lead You to ff “””” 
EXTRA SALES AND PROFITS [f 


“ ws i 


f 
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ter. 
UM KYL AY A 
SELLING PADLOCKS! 


in less than 


2 Sq. Ft. 


ig 
BEHIND CASH 
REGISTER 


} 


With the Master NO, 100 
Display it's easy to keep this 


y 


4A WARE 


fast-turnover line in a prominent 
place. Enjoy the steady, year 
‘round profits that only Master 
features and Master quality 
can give you. Order from 


your wholesaler 


Make sales faster with 


Master Padlocks 


EVERY ONE AM OUTSTANDING Valut 


Master Jock Company. Milwaukee 45. Wis 
Worlds Largest Padlock Manufacturers 


Circle No. 31 on Coupon, page 106. 
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Final Call for the 
RELATED SELLING CONTEST 


Just write us your best example of related selling 
that paid off at the cash register. No limit to number 
of entries or number of words and the prize is worth 
while: 

@ a round-trip ticket to the big NRLDA exposition 
at Chicago, Dec. 10-13. 

@ $100 for your expenses. 

@ a certificate as a “Master of Creative Selling.” 


Just send Art Hood your best examples of profitable 
related selling. 
Contest Closes November 1 
Ad IOS FOAFRLUAEDASLAUNEYPGT PTAA LRAT UFOS YR 
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“Del” Wantroba has been appointed field representative in 
Ohio, Michigan and Northern Indiana by the Western Pine 
Association. He replaces Douglas H. Pryne, who has been 
transferred to Atlanta, Ga., to serve the association in the 
outheast. 


Jack A. Cairns, Hyster Co., Portland, Ore., has been pro 
moted to the position of supervisor, Industrial Truck Divi- 
sion advertising and promotion. ... Duane A. Kragrud has 
been appointed to the position of Eastern Division Parts 
and Service Manager of Hyster Co. He wil! make his head- 
quarters at the Danville, Ill., factory. 


Construction of a new $200,000 office building has been 
started by Borg-Warner Corporation's Calumet Steel Divi- 
sion in Chicago Heights, the corporation announced re- 
cently. The structure, scheduled for occupancy March 1, 
1957, is being built adjacent to the present office building, 
which the division has outgrown with the increase in busi- 
ness volume in recent years, reports Howard J. Davis, 
president of Calumet. 


Two additions have been made to the sales force of Pack 
River Tree Farm Products, Spokane, Wash.: Nick Elliott, 
who formerly was in the lumber business in Chicago, and 
Tom Lally of Spokane. 


McCloskey Varnish Co. announces the 4 of a ware 
house at 1149 Jefferson Ave., Memphis, Tenn., to stock its 
complete line of varnishes and natural wood finishes. 


American-Marietta Co., Chicago, announces that record- 
high net income for the third quarter amounted to 86% 
more than during the same period last year. Chairman of 
the Board Grover M. Hermann, in commenting on the com- 
pany’s performance, states, “As our fourth quarter invari- 
ably makes the most sizable contribution to earnings for 
the year, American-Marietta in 1956 is again destined to 
surpass all previous annual sales and earnings records.” 

(continued on page 108) 








Remodeling Booklet 


The special 40-page section, “How to Organize and 
Operate a Home Improvement Department,” in the Sep- 
tember 3rd issue, will be reprinted in booklet form. Single 
copies $1. Send your order to American Lumberman, 139 
N. Clark Street, Chicago 2, Ill. 
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PUT AN END 10 “TO S-UP SALES 


Dodge Reports on 
new construction help take 
the “chance” out of selling 


In the field of new construction, making a sale is pos- 
sible only after someone has decided to build. After 
that it’s no more than a “toss-up” that you will get the 
order unless you know where the sale can be made, on 
whom to call and when! Dodge Reports give you this 
sales-getting information. With Dodge Reports you'll 


know in advance who’s building what and where, and 





when to make your bid for the business—you'll know 


the man to see, and when to see him. Furthermore, 








when you get Dodge Reports, you get more than rou 
tine advance information—you get the fastest, most 
complete construction news service you can economi- 


cally use. Here’s why... 


BETTER REPORTING SPECIALIZED BY FIELD INDIVIDUALIZED FOR YOU 


Dodge employs more than Dodge offers 3 specialized sell In addition to specialization by type 
1,000 reporters covering ing services ... covering (1) of construction, Dodge makes it pos 
every local area east of General Building Construction sible for you to select the type and the 
the Rockies. Backed by (2) Houses, and (3) Enginee: size of project on which you desire in 
65 years of service to the ing Projects. You get thorough formation, as well as the specific terri 
industry, together with the coverage of the type of construc tory you want covered. You may choose 
prestige of Dodge publi- tion that interests you without whatever you need from the 26 differ 
cations and services, only wading through piles of unne« ent classifications in the General Build 
Dodge reporters have such essary reports. And by choosing ing Service, 3 types in the House 
welcome access to so just the service or services you Service, and the 11 kinds of projects 
many news sources in all need, you get the most econom covered by the Engineering (Heavy 
construction fields, ical reporting. Construction) Service. 





There is a Dodge Reports Service for you. For complete information, write today. Use this coupon 


EGE SE ae ww. 


F. W. Dodge Corporation, Construction News Division 


119 West 40th Street, New York 16,6. Y 


Please let me see some typical Dodge Reports for my area, | am inter 
ested 


\il My, 
RR | Vy, 


Houses Engineering Projects 


Dodge Reports 


Tor Timed Selling to the Construction Industry 


Compony 


“14 \ Name 
“bay |yass 
City 


| 
| 
| 
. 
~ << | General Construction 
| 
| 
I 
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THE LUMBER MARKET 


Too Much Lumber 
Plagues Seattle 


SEATTLE — Overproduction has 
been added to the problems of the 
mills as the result of the slack sum 
mer and early fall demand. Prices 
continue soft and it is hard to pin 
point trading figures. Most lists ap 
pear to be holding. Transits out are 
believed to be smaller and many 
bring unprofitable prices. Plywood 
has dropped to $67. Some curtail 
ment looms if the market continues 
to drag. Recent government moves 
to ease credit and building restric 
tions have not changed the picture 
at this time. Economy of the Pacific 
coast is better than the national av 
erage due to the influx of population 

Green fir boards have settled at 
figures $2 below those of a fort 
night ago but dimension is holding 
Hemlock items are soft. Shingle 
prices are little changed. No. 1 
Royals range up to 26¢ lower while 
No. 2 Perfections sell up to 25¢ 
higher, the only shingle in fair de 
mand, California brings bette 
prices than other markets. Most 
beveled siding and clear bungalow 
siding are $5 to $10 less but finish 
prices are unchanged. Pine commons 
are weak, No. 3 and No, 4 ponderosa 
commons have dropped $2. Spruce 
demand is weak. Both pines and 
spruce are expected to firm when air 
dried stocks are used up 


Inventories Grow 
In Tacoma Region 


TACOMA—-Despite a quiet mar 
ket, production of both logs and lum 
ber is maintaining a steady pace 
throughout this area. Inventories, 
which have been low throughout the 
summer, are beginning to build up 
However operators do not regard 
the situation as alarming, pointing 
out that short supplies of many 
items was a discouraging market 
factor throughout the greater part 
of the summer. A continuation of 
regular production schedules is in 
dicated and this has been stimu 
lated by advent of weather more 
favorable to full scale woods oper 
ations 

State forester L. T. Webster re 
ported today that 1,114 forest fires 
burned 1,911 acres of state protec 
ted lands so far this year. This com 
pared with 661 fires and 1,288 acres 
in the same period a year ago 

Indicative of the intent to main 
tain steady log production, the 
Mareuzkas Logging Co., Renton 
has moved crews into the Gifford 
Pinchot National Forest in eastern 
Lewis county to log 68,000,000 feet 


68 


of timber recently purchased by the 
Anacortes Veneer Co. Sixteen miles 
of road is being constructed to 
reach the timber. 

Waterborne lumber and log ship- 
ments are moving out of here in 
fair volume, particularly to the 
Orient. This has included 1,000,000 
feet of logs and 250,000 feet of pil 
ing for Japan as well as some 700,- 
000 feet of lumber for the Army 
Corps of Engineers in Korea. Some 
shipments to Europe and a 2,000,- 
000 foot cargo to the east coast also 
were noted, Barges loaded with 
lumber from British Columbia and 
from Wrangell and Ketchikan in 
Alaska are maintaining steady 
schedules here. This consists mainly 
of bundled spruce. 


Fear Price Cuts 
In N. California 


Demand in the northern Califor- 
nia lumber market has dropped to 
a point where industry spokesmen 
fear that substantial price cuts in 
almost all grades and specie are in 
the wind. 

Plywood prices in the Oregon area 
have been slashed to $67 for quarter 
inch D index grade, sanded on one 
side. This is the lowest plywood has 
been priced since the end of the 
war. Plywood earlier this year was 
bringing $90 but dropped to $72 at 
the mills during the summer, essen 
tially because orders failed to keep 
up with preduction. 

Demand for lumber has_ been 
slow, due according to spokesmen to 
the slump in construction, partic 
ularly in home building. The boom 
may start up again if financing is 
eased, Standard and better green 
fir is selling at $60-$62 and utility 
and better studs at $56 to $58 
Utility dimension has been bringing 
around $40 for 2x4 and 2x6 

Sales at northern California mills 
are at $56 to $58 net for studs and 
about $74 for standard and better 
2x4 and 2x6, with mill spokesmen 
asserting there is only slight in 
crease in buyer interest. The de 
mand for California redwood has 
even slumped below normal with 
orders for the first 7 months off 
11.5% despite production well in ex 
cess of the same period last year 


Prices Stabilized 
In Baltimore Area 


BALTIMORE Southern pine 
seems to be fairly stable in this 
area, and prices have shown very 
little change over the past 30 days 
This would seem to bear out past 
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that the yellow pine 
get considerably 
firmer as colder weather set in 
Pricewise, southern pine 1 x 6 
tongue and groove, and 1 x 8 sheath 
ing seems to be pretty well stabilized 
at around $82 per M at the mills, 
and about $90 per M delivered in 
Baltimore. 

West coast fir prices are definitely 
on the upward move, and this mar- 
ket is in better shape than it has 
been for some weeks. The 2 x 10 x 
14s, which were selling for around 
$110 per M 90 days ago, currently 
bring close to $115 per M. Transit 
cars of fir are few and far between, 
and the ICC ruling limiting ship- 
ments for diversion is curtailing 
that end of the business greatly. It 
is the opinion of a number of whole- 
salers here that this ruling has ac 
tually put some people out of busi 
ness. 


predictions 
market would 


The west coast plywood market is 
very weak, due principally to the 
great increase in plywood plants, 
according to local dealers. 


Hardwoods continue extremely 
active, and dealers in this area are 
barely able to meet demands due to 
the limited supplies of these lum- 
bers. Prices are advancing, and the 
future looks very promising. 


Slackening Demand 
In Kansas City Area 


KANSAS CITY The demand 
for lumber in the southwest slowed 
to a walk in the closing weeks of 
September and no indications of a 
recovery was seen by mills. Affect 
ing the movement of lumber has 
been the decline in housing starts 
and the curtailment of industrial 
expansion. Even though inquiries 
were at a low point for the season, 
giving further evidence that no 
great amount of supplies will be 
purchased before the bad weather 
sets in, the undertone of the market 
is healthy insofar as price and 
supply. 

Mills have not increased their in- 
ventories although retailers have 
let their inventories run down. The 
result has been that deliveries have 
not been as fast as desired by the 
retailer. Mill assortments are in 
fairly good condition. Prices for 
all grades with the exception of 
finish have held firm. There is a 
surplus of finish lumber and prices 
cover a wide range. Mills quoted C 
and Btr finish, 4, 6 and 8”, at $125 
to $135 per M, and very little takers 
at the low end. 


Common lumber prices are hold- 
ing steady at $80 to $85 for No. 2 
boards and $81 to $86 for 8” boards 
In the dimension class a shortage of 
2x 4’s in the longer lengths is re- 
ported. Mills quoted the 10 to 12’ 
lengths at $85 and the 14 to 16 
lengths at $90. 
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NEW 
SISALATION 
with FOIL 





can now be a M0 EY MAKER’ ;.. you ! 


Watch your builder customers go for new ation for insulation against heat and cold and 
Sisalation in a big way. Here’s the best in vapor for protection against the ravages of condensa- 
barriers plus all the advantages of foil reflective tion in sidewalls, floors, and ceilings. 
ramen pen i Ps wrapped up — TONG =. Attractively packaged, Sisalation is avail- 
oe ae oF quick med tear application! able in standard rolls of 36” 225 sq. ft., 36” 
tsa seller, particularly now with the current 500 sq. ft., and 48” 666 sq. ft 
popularity of aluminum foil. 
Increase your profits by selling tough Sisal- *When ordering, specify “aluminum foil type 
REGULAR SISALATION — ALUMINUM COATED — CONTINUES TO BE AVAILABLE 


Other Quality Products in the 


SISALKRAFT LINE 


Orange Lebel SISALKRAFT for permanent waterproofing 
Toughest, all purpose water and concealed flashing 
proof byil op mad 
POET PETES PEPE METS Sisatkratt MOISTOP — New 
Siseltkraftt VAPORSTOP permanent vapor berrier, Poly 
Fungicide treated, tough, water ethylene becked, re-enforced 
of paper. Meets FHA ond VA mpregnated kraft 
, prepeny loquvemamy | esgasee Polyethylene film 
COPPER ARMORED SISAL- for protecting materials, dosing 


KRAFT Low cost, pure copper nm, etc. Rip-resistent, transparent 
pr 5 ’ ‘ 


eel Pere 


ta Canade Sisaikratt products are seid under the following names: Orange Label Fibreen, Sisalation, Copper Armored Fibreen, Fibreen Vaporstop, Fibreen Moistop — contact Alexander Murray & Co, Lid, Montreal 
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LUMBER PRICES 


The following index is intended merely os « check on buying practices. It is @ compilation 
end average of mill prices et press time and should not be considered as current on the day 


the magazine is received. The prices should be useful in followin 
check on purchases made epproximetely ten days before receipt 


DOUGLAS FIR 


Vertical Grain Ficering 
BABI 
1x4 10.2 


Fiat Grain Flooring 
x4 5 100.00 
xb 5 0 120.00 


Drop Siding 
inh (Pat #106 5.00 110.00 
ine (Pat Zils) 155.00 110.00 


Ceiling 
% by 4 25.00 120.00 75.00 
x4 116.00 110.00 75.00 


Boards and Shiplap and 2” (Green) 
xb 8 
at ; 4 00 ; 00 
dard 55.00 53.00 
ty AW 00 60 00 


Construction Dimension 
12 14 
2x4 74.00 74.00 
2xb 73.0 76.00 
2x8 77,00 76.00 
2x10 78.00 8.00 
2x12 74,00 74.00 


Standard Dimension 
2x4 69,00 69.00 
2x6 68.00 71.00 
2x8 72.0 71,00 
2x\0 73.00 74.00 
2x12 69.00 69.00 
Utility Dimension +/! only 
2x4 
Zub 
7x8 
n10 


i 
ald 


RED CEDAR SHINGLES 


Royals 
No. | 24" 4/2 
No, 2 24" 4/2 
No. 3 24" 4/2 
Perfections 
No, | ' 6/2 
No. 2 ' 6/2, 
No. 3 “ 6/2", 
2 2 © @ | 
No, | 
No. 2 
No. 3 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed cars, new 
bundling & to IS’ are 
Beveled Siding, '/, Inch 


t 4 
h by & 
t é 
t + 


Celar Bungalow Siding, 


be 


Finish, 6 and Otr. $2 or 45 
4’ to 16° or rough 
f 


Ceiling or Flooring, 8 and Btr 
3 to 16° of longer 
8 & Btr Cc 
1x3 6 00 76.00 100 O¢ 
"4 45.00 145.00 95 0K 
Discount on mouldings 6° to 20° odd lengths 
Series 6,000 
Listing nder 27,00--list 5 % per cent 
List 7.00 and ove t plus 40 per 
Clear Lattice 52 1% S' to it’ 
100 tin 
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market trends and as « 
the magazine. 


WESTERN PINES 


Ponderote Pine 
5/4 8W 
Selects 
S2 or 45 
ChBtr, Ri 
D RL 235.00 
Shop, $25 


and 
4/4 RW 6/4 RW 6/4 RW 
275.00 290.00 300.00 
245.00 255.00 


5/4 
6/4 
Commons, $2 or 4$ 


x8 PR 
¥i2 ® 
idaho White Pine 
Selects $2 or 45 
\x4 
CaBrr, Ri 2% .00 
D RI 255.00 
Commons, $2 or 45 


1x12 
Sugar Pine 
Selects $2 or 45 
C&Btr. RI 
D Ri 
Shop, $25: 
5/4 
6/4 


OAK FLOORING 


4x2'/ Mxl'/) 
White 200.00 178.00 
Red 210.00 185.00 


Sel Plain 
fhite 185.00 165.00 
195.00 177.00 


Clear Plain 


i at 8) 
148.00 


#2 Com 
Ple White & 


tt! Com. & Btr 
Shorts 
1% 


SOUTHERN PINE 


Vertical Grain Flooring 
RERItr 
1x4 225.00 
Fiat Grain Flooring 
x4 170.00 
txé 175.00 


Drop Siding 
¥6 3106 191,00 
xb HIN6 91.00 


Boards & Shiplep 
x6 7) 
(D grade) 17000 130.00 
85.00 90.00 
74,00 83.00 


i 
; 
3 
1 Dimension (Dense) 
14 14 
2x 100.00 100.00 103.00 
2x 00.00 104.00 101.00 
8 100.00 100.00 97.00 
x10 11500 115.00 115.00 
130.00 130,00 130.00 
No » 2 Olmondion 
500 5.00 8.00 
?xé 90.00 93.00 9.00 
2x8 90.00 88.00 84.00 
2x10 %.00 100.00 96.00 
2x12 99.00 99.00 99.00 
No. 3 Dimension R/L Only 
2x4 


B8a2Sa 


88888 88888 


xt 
28 
2x10 
2x12 


~~ v~wy 
—---wes 
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REDWOOD 


Bevel Siding 

Von 4 V.G. Clear All Heart 
4 .G. Clear All Heart 
G. Clear All Heart 
GS, Clear All Heart 
G. Clear All Heart 
4, Clear All Heart 
&. 
6. 
Sb. 
SG. 


xx KR & 


Clear All Heart 
Clear All Heart 

Vax! Clear All Heart 

Yqxi2 Clear All Heart 

Note: A grade V.G. Redwood Siding 5 $5.00 less 
for '/2, % and % in above sizes. 


Finish 


ix 4 Clear Heart S45 
ix 6 Clear Heart S45 
ix 8 Clear Heart $4S 
ix!0 Clear Heart S45 
1x!2 Clear Heart S45 


1) 


6 
U) 
6 
e 
10 
6 
8 
0 
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WESTERN HEMLOCK 


Vertical Grain Flooring 
BSBtr. Cc 


x4 150.00 


Fiat Grain Flooring 
x4 135.00 
x6 140.00 


Drop Siding 
1x6 (Pat. 2£106) 135.00 
ixb (Pat, #116) 1345.00 


Ceiling 
%x4 110.00 
nd 115.00 


Boards and Shiplap and 2" (Dry) 
1x6 1x8 
Construction 74.00 76.00 
Standard 67.00 69.00 
Utility 60.00 


Construction Dimension 
12’ 14° 
2x 4 78.00 78,00 
78.00 78.00 
80.00 78.00 
80.00 82.00 
78.00 78.00 


83383, 
38833° 


Standard Dimension 
73.00 73.00 


co 
75.00 


AIIas 
8888s 


73.00 


ENGELMANN SPRUCE 


Boards and Shiplep (dry) 


No, 2 and 


No, 3 


3 3e5 


No. | Dimension 
> 


x 4 78.00 
x6 76.00 
2x 8 82.00 
x10 


a 


82883 
883388 


5 


2nonp 


2x! 81.00 

80.00 

No. 2 Dimension 
12 


2x! 


8 


2x 4 
2x 6 


7 88888 


2x10 

2x12 

Mills are now grading boards No. 2 and 3 com 
mon. Millis do not grade out No. 3 dimension 
as in fir. 
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Announcing 
an important 
new development... 


Water-Repellent treating extends paint life— 
siding stability 


improves 


retards moisture changes. The treatment 
also deposits chemicals which resist the 
development of mold and fungi 


Paint not only lasts longer, it is easier 


@ Now, after extensive research, Weyer- 
haeuser presents a new, improved siding 
with all the beauty and durability of 
natural wood—plus a water-repellent 


treatment which results in better per- 
formance, and longer paint life. 

The new Weyerhaeuser 4-Square water- 
repellent Treated Siding is the same as 
traditional siding in appearance. But a 
special treating process fills the walls of 
the surface cells of the wood with a water 
repellent chemical. 

Most important to your customers is 
the fact that paint lasts longer on Treated 
Siding. Water-repellent treatment helps 
prevent water entering behind siding, 
thus providing longer paint life. Treated 
Siding also resists the damaging effects of 
casual exposure to water during construc- 
tion and prior to painting. Water-repel- 
lent treating adds stability to siding as it 


to apply on Treated Siding. The oils in 
the paint are absorbed slowly. The paint 
gives added protection because more of 
its oils are kept on the surface, where they 
are most valuable for resisting the dam 
aging effects of weather 

Treated Western Red Cedar and West 
Coast Hemlock Bevel Sidings are now 
available in the standard widths and 
thicknesses 

Weyerhaeuser 4-Square Lumber Deal 
ers will see distinct advantages to builders 
and owners in water-repellent ‘Treated 
Siding. For complete details about these 
fine products it will pay you to talk to 
your Weyerhaeuser District Representa- 
tive—or write to the St. Paul office. 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 
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(Ul vesum BOARD NAILS 
— /ppprowed 


for longer-lasting 
installations 


These new CF&I Nails make gypsum board installations 
last longer and stay tighter; yet these nails are quicker and 
easier to use than the old types. 








ANNULAR THREADS 


Recommended by the Gypsum Association, these nails 


offer new, fully-proved concepts in gypsum board nails. 
They can be driven faster because they are shorter. 

Yet their ring shank gives them greater holding power than 
the longer cement-coated nails which have previously 

been used for this purpose. 


What's more, the large head is slightly countersunk and 
tapered to minimize breaking the wallboard’s surface. 
These features also provide a surface that’s easier to 
MEDIUM decorate and assure maximum strength to hold the board 
DIAMOND PONT > against the framing. 


J 
! 
I 
| 
] 
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See your nearest CF&! Representative for the full story 
on improved CF&l Gypsum Board Nails. 


Don't forget! CF 4 offers many of its popular sizes and types of nails in 
handy 5-pound boxes os well as standard 100-pound containers. This 
enables you to stock what you need in the quantities you need... 
frees valuable floor space ... eliminates weighing and measuring .. . 
and mokes inventory ond re-ordering much easier. Be sure to ask your 
CP&I Representative about this modern way to stock nails. 


THE COLORADO FUEL AND IRON CORPORATION 


DENVER , OAKLAND 


Albuquerque * Amarillo * Billings * Boise * Butte * Casper * Denver * El Paso « Ft. Worth * Houston * Kansas City 
Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland * Pueblo * Salt Lake City * San Francisco 
Seattle * Spokane * Wichita * CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 
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‘What do you mean-it costs me os r 


Just that! It doesn’t cost you a 
cent to profit by the biggest wood 
window promotion in years. Not a 
single simoleon to join the sales- 
building, American Wood Window 
Institute Seal of Approval program! 
Here’s all you do: just see that 
the wood windows you get from 
your supplier bear the AWW] seal. 
Here’s what we are doing: 
We are advertising the AWWI 
Seal of Approval in the big national 


BUILDING Propucts MERCHANDISER 


magazines —telling millions of home 


owners, builders, architects, that 
this seal identifies wood window 
quality...that the seal evidences 
the fabricator’s compliance with 
U.S. Commercial Standard 190-53. 

The Seal of Approval program is 
working for dealers like you, in towns 
like yours. Why not get in on it? 
AWWI Seal of Approval Division, 
Ponderosa Pine Woodwork, 105 W 
Monroe Street, Chicago 3, Illinois 
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ih LOOK FOR THE SEAL THAT 
IDENTIFIES WOOD WINDOW 


+ aQwairy 


IT MEANS: 


1. Correct design and 
construction 


4. Properly balanced 
sash for easy 


operation 
2. Carefully selected lumber Anuar 
5. Efficient weather 


4. Preservative treated stripping 
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NEW Bacevica@as 


<<" 
2. 
Rolling Door Hardware 


Simplified rolling door hardware 
with an unique interchange feature is 
announced, Available in either steel or 
aluminum, the new track is so de 
signed that one set of hangers fits 
both %” and 1%” doors, it is said. 
With the Simplified track, the door 
can be taken off the track without re 
moving the hangers, manufacturer 
gays. The track is claimed to be anti 
jump and self-cleaning with a “V” 
groove, Washington Steel Products, 
Inc., Dept. AL, 1940 E. 11th St., 
Tacoma 2, Wash 

Cirvele Ne. 201 on Coupon, page 106 


Prefabricated Closet 


Prefabricated, ready for quick as- 
sembly, a new group of 3’ and 4’ ward 
robe units may be combined to form a 
room divider with linen closet “backed 
up” to face hall. Basic units (which 
include a chest of drawers) may be 
used alone or combined in multiple 
ways; may be built-in or left free 
standing; can substitute for a wall 
and be finished in back, says manu- 
facturer., Fabricator Ine., Dept. AL, 
South Norwalk, Conn 


Cirele Ne, 202 en Coupen, page 106 


Quickee Tile Cleaner 

New Quickee Tile Cleaner and Ad 
hesive Remover said to remove ad 
hesive heel prints, paint, etec., from 
asphalt and Vinyl tile with complete 
safety, yet is so gentle it may also be 
used to remove adhesive stains from 
the hands. Available in one pound 
jars. Quickee Products, Inc., Dept. AL, 
148 Woodworth Ave., Yonkers, N. Y. 


Civele Ne. 205 on Coupon, page 106 
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Door Stop & Shock Absorber 

An entirely new device for protect- 
ing storm and screen doors from wind 
damage is the No. 801 door stop and 
shock absorber, manufacturer says. 
Two rods slide through a tempered 
shock absorber spring allowing easy 
door opening; at 90° the rods engage 
the spring and slow the opening to 
a stop in the next 16°, it is said. Just 
four screws are used for application. 
Ideal Brass Works, Inc., Dept. AL, 
250 E. 5th St., St. Paul 1, Minn. 


Circle No. 204 on Coupon, page 106. 


100°% Nylon Anchor Rope 


New 100% Nylon anchor rope is 
ideal for use in either fresh or salt 
water, manufacturer says. Breaking 
strength is said to be approximately 
1,330 pounds for the %” rope. This 
anchor rope is unaffected by oil, 
grease, gasoline, common acids, fresh 
or salt water and has excellent wear 
and abrasion resistance, it is claimed. 
Packaged two connected 8 fathom 
(48’) hanks. Sizes %” and 6/16" 
diameter. King Cotton Cordage, Dept. 
AL, 105 Duane St., New York 8, N. Y. 
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Magic Mirror Door Grille 
The No. 605 Magic Mirror 
Grille combines home safety with 
beauty; the housewife can see who 
is at the door before opening it, while 
the person outside is unaware of her 
presence in the house. The Magic 
Mirror is built into the massive cast- 
ing of the grille and door knocker, 
which features decorative double bar 
grid design, No. 600 Door Grille, with- 
out the Magic Mirror, is also avail- 


Door 


je tober 1S, 


able. Ajax Hardware Sales Co., Dept 
AL, 43855 Valley Blvd., Los Angeles 
32, Calif. 


Cirele No. 206 on Coupon, page 106 


Sargent's New Lock Series 


Created for the medium construction 
and residential fields, the new cross- 
bore SentryLock combines the quali 
ties of rugged construction, distinc 
tive beauty and wide versatility, it is 
said. SentryLock basic components 
knobs, roses, latches and aligning 
tubes—may be stocked separately and 
quickly assembled. Five different latch 
assemblies combined with various 
knobs provide 18 different functions 
Five knob designs and 15 rose de- 
signs, including several for 5” lock- 
set use, may be combined to provide 
75 lockset designs. Sargent & Co., 
Dept. AL, 40 Water St., New Haven 
9, Conn. 

Circle Ne. 207 on Coupon, page 106 


Circulator Fireplace 
The new Vestal circulator fireplace 
incorporates the latest thermoflow 
design to heat incoming air in an en 
closed firebox and then circulate it to 
warm as many as three rooms. Avail 
able in five models, to fit all standard 
fireplaces, the Vestal unit is said to 
feature tapered sidewalls in the fire 
box to achieve maximum efficiency in 
heat control and circulation. Installa 
tion is simplified by the high smoke 
dome, which fits directly into the flue 
opening, manufacturer says. The one- 
piece firebox is formed of prime qual- 
ity vk” boilerplate steel, as is the full- 
size smoke shelf. Vestal Mfg. 
Dept. AL, Sweetwater, Tenn. 
Cirele Neo. 208 on Coupon, page 106. 
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DO YOU KNOW THESE 6 SECRETS 
OF BIGGER TACKER SALES? 


If you're not aware of all 6 of these vital selling 


points you're missing out on one of the biggest 
sales booms that's ever hit the hardware industry! 


1. ARE YOU AWARE that stapler and tacker sales have 
multiplied over 3 times in the past 5 years? in many 
alert stores they now account for more dollar volume than 
some of the best seHing items, like electrical fixtures... 
power and hand tools... paints. Yes! There’s big money 
in gun tackers! 


Get the Story on the Giant Tacker 
Market in Arrow's Free Booklet! 


DO YOU KNOW why gun tackers are like razors? Simple! 
They eat staples the way a razor eats blades. Your really 
big money comes pouring in from the repeat sales of 
staples. Sell 500 tackers this year and you'll sell 5000 
boxes of staples. Sell 500 tackers again next year and 
you'll then sell 10,000 boxes of staples. And so it grows 
with no effort on your part! 


Learn the Secret of Repeat Sales. . 
Get Arrow’'s Free Booklet! 


3. DO YOU KNOW the single, most important secret in 
selling tackers? it's how you display them! In test after 
test, dealers staple and tacker sales have multiplied up 
to 15 times by simple demonstration displays...or dis- 
plays that tied in with do-it-yourself, related products like 
Reynolds aluminum insulation, Celotex ceiling tile, Chicopee 
fiberglas screening, wire mesh, netting, etc. Learn these 
uses, plus the time, work and money-saving advantages of 
staple guns and you can’t miss cornering the lion’s share 
of the booming tacker market in your area! 


All Demonstrations and Displays are 
Shown in Arrow’'s Free Booklet! 


RATE YOURSELF ON USES! How many can you think 
of for staplers and tackers? Six...a dozen... two 
dozen? Or are you one of the smart dealers who know the 
hundreds of uses? There's no limit to the market for 
staplers and tackers! In the home, business, industry, and 
store... carpenters, construction men, electricians, up- 
holsterers... everybody who ever has to hammer a nail 
is a potential customer for staple guns! You'll be amazed 
by the mushrooming size of the booming tacker market! 


See Hundreds of more Uses in Arrow’'s 
Free Booklet! 


BUILDING Propucts MERCHANDISER 


5. DO YOU ASSUME all staplers and tackers are alike? 
Or are you aware that an independent hardware survey 
proves that Arrow far and away leads the industry! And no 
wonder... with Arrow’s tremendous, full profit line; pat- 
ented “can’t jam” mechanism; superb construction advan- 
tages and tremendous national advertising in over 50 top 
national magazines! 


Every Important Selling Fact is in 
Arrow's Free Booklet! 


6. DID YOU KNOW that Arrow assures hardware dealer 
profits? ... That Arrow and only Arrow—protects you by 
refusing to sell any user direct. You're the backbone of 
Arrow’s business and we wil never do business behind 
our backbone! Arrow selis only to the wade! 


Arrow Backs You Up All the Way— 
See How in Arrow’'s Free Booklet! 


SALES manual 


oe Ramer me 


fF 


Yours Free! Get all the answers 
to these and dozens of other vital sell- 
ing questions in Arrow’s brand new 
24 page fact folder. H's a gold mine 
full of tips and secrets guaranteed to 
snowball your gun tacker sales many 
times over! 






Mail 
this coupon 
today! 








] 

! ARROW FASTENER CO., INC., Dept. ALII6 | 
j | Junius Street, Brooklyn 12, N. ¥. ' 
Dear Sirs: 
Rush me copies at once! 
j FIRM NAME i 
ADDRESS wv: 
CITY ZONE ea 
| SIGNED BY — 
Dn as unineenubisbnnibils dalliibipiis dnndiaiani aan 
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Fixture Suspension Device 
Flex-Stem, a new suspension device 
designed by Globe Lighting Products, 
offers flexibility as well as beauty to 
fixture suspension. The new device 
conceals unsightly wires and suspen- 
sicn chains in its flexible casing. The 
fixture can be easily tilted for clean- 
ing, lowered or raised to suit the de- 4 
cor, it is said. Its flexibility is also " 
said to compensate for uneven or 
slightly pitched ceilings. Available in Globe Lighting Products, Inc., Dept. 
multiples of 4” sections, Flex-Stem is AL, 16 E, 40th St., New York, N. Y 


made of lea ming polished brass Cirele No. 209 on Coupen, page 106 
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QUALITY 
we & 
UNIFORMITY 


From our sawmills and buying offices 
TW&J offers BALANCED SERVICE 


on carefully manufactured 


suger and Ponderosa Pine Shop and Selects 
suger and Ponderosa Pine Boards 
*Dougles and White Fir Shop and Selects 
Douglas and White Fir Dimension and Boards 
incense Cedar Boards 

Redwood Siding and Finish 

Ponderosa Pine and Fir Mouldings 

© Pine Sash and Panel Doors 


ree ‘* seee 


ys ii) *** / » 





Tanrer.Wensrer & Jounson, Ine. 
>O BOX 3498 


Circle No. 38 on Coupon, page 106. October 15, 


Tool Kits for Handyman Work 


Two new portable electric tool kits 
are offered by Black & Decker. The 
De Luxe Fixkit offers a combination 
of accessories with a Black & Decker 
%” drill that is said to simplify many 
of the handyman jobs around the 
house: 7 twist drill bits, a horizontal 
bench stand, a buffing wheel, a grind- 
ing wheel, three sanding discs of dif- 
ferent grits, a polishing bonnet and 
a rubber backing pad. The Saw, Drill 
& Sand Kit includes: a Black & Dee ker 
4%” drill with geared chuck, a 5” saw 
attachment and an orbital sanding at- 
tachment, along with 7 twist drill bits. 
The Black & Decker Mfg. Co., Dept 
AL, Towson 4, Md. 


Cirele Ne. 210 on Coupon, page 106 


New Brandywine Doorknob 


In the new doorknob, named Brandy 
wine, the flowing lines and delicate 
beauty of a buttercup have been cap- 
tured in metal by Yale & Towne 
craftsmen, The new knob is available 
in brass, bronze, or aluminum and may 
be used with the Yale 5,200, 5,300 or 
5,400 series of key-in-the-knob type 
locksets. With its smoothly tapering 
lines, the Brandywine fits the hand 
and adds decor to any architectural 
style, manufacturer says. The Yale & 
Towne Mfg. Co., Dept. AL, Chrysler 
Bldg., New York 17, Be ¥- 


Cirele No. 211 on Coupon, page 106 


Automatic Cooking Tops 


Thermador Bilt-in Electric Ovens 
and Cooking Tops can be placed any 
where, at any height, for ease of op 
eration. All are equipped with 7-heat 

(continued on page 78) 
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Sell the door the 


Builders favor folding doors because they sell houses 
faster. But builders like Donald W. Johnston of Peoria, 
Illinois, have still another reason for specifying folding 
doors by Holcomb & Hoke. These are the doors that 
operate easiest—with 61% less hinge friction . . . and 
look better— with exclusive cornice for a “‘finished”’ look. 
Home-makers know and prefer these doors. For the 
builder they make houses seil faster. For you, as a dealer, 
they are assurance of fast, easy sales, and steady, high 
ticket profits. Look up your Foldoor Distributor—under 
“‘Doors”’ in the yellow pages. Find out the full “profitun 
ity” offered you by Holcomb & Hoke’s complete line of 
fabric-covered folding doors. Only line with three separate 


price ranges to sell all the market —all the time! 


INSTALLING DISTRIBUTORS IN ALL PRINCIPAL CITIES 
In Canada: FOLDOOR OF CANADA, Montreal 26, Quebe« 


BUILDING Propucts MEerRCHANDISER 


Cirde No 


Builder Donald W. Johnaton, Peoria 


erga 


builders buy! 


HOLCOMB & HOKE 


FOLD ooR 


THE MARTEST THING th DUDR 


SEE FOLDOOR AT CHICAGO 


National Retail Lumber Dealers 
Space 719 + Int. Amphitheatre 


NAHB Convention and Exposition 
Booths 157-8 + Conrad Hilton Hotel 


HOLCOMB & HOKE MFG. CO., IN¢ 


1545 Van Buren, Indianapolis 


. 39 on Coupon, page 106. 








NEW PRODUCTS 
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fast heating surface elements that 
tilt-up for easy cleaning; some models 
have a giant middle griddle controlled 
by a Vari-Speed switch, which give 
a selection of heats. Fight new auto 
matie cooking tops, featuring th 

Therma-Matic element that make 

every plan an automatic utensil and 
the super fa t Spe ed Matie ele ment 
which is said to flash to full red-hot 
in 26 sex onds, are announced by 
Thermador Electrical Mfg. Co., Div. 
of Norris-Thermador Corp., Dept. AL, 
5215 8 Boyle Ave., Los Angeles 58, 
Calif 


Civele No, 212 on Coupon, page 106 


with WINTON 


in the picture... 





ASK YOUR WINTON MAN 
MINNESOTA 


Louis F, Huetti "vi 


W. R. Mordaunt 
f. &. Somers 
J. B. Stricker 


fred Ceol, Nox “” 


WISCONSIN 
1. A. Weetrup, PO Bow 18 


wt. Lenz, ib ‘ 
1OWA 
fh. G. Pagentopf, bu tt 


Rh. W. Hamilten, Box 976, Mason Ci fact 
ILLINOIS 

WM. Grace, 4554 N Broadway, Chicago 

LefRey Andrews, Hox 207, Normal 

W. A. Oliver, Hox 202, Rockford 
INDIANA 

1. P. Gallagher, it 

OHIO 
WwW. HH. Coomis, hv 1 


like it 


1, M. Ellison, I ¢ 

T 4. Gardner, oI 

Rh. t, MeWilliame 8 Jeffer 
Room 510 LL, Manhatt Bidg 


MICHIGAN 


1. V. Sharkey, Bow ¢ Kectfor Mills at 











you get better 
quality white 


Milwaukee 1 production of Spruce . 
aa Johnny-Come-Lately. We have been at it 
for a long time 
And after half a century of continuous 
operation in the prime Spruce areas of 

the continent, 
Spruce and prepare it the way customers 


r 
j 
tj | 
° P 

Twin-Tilt Window 
double-hung wood 
window with sashes that tilt inward 
to any desired angle is announced. 
Known as the Twin-Tilt, the new win- 
dow looks like a regular double-hung 
indow and can be used like one with 
full up-and-down movement of both 


A new type of 


WINTON 
Producers and distributors 
of high-grade, fost-selling 
Western White SPRUCE 


Experience means something in the 


and Winton is no 


nearly half a century in 


you learn how to handle 


Give Winton a trial and see the 


difference this experience makes! 


WINTON LUMBER SALES COMPANY 
3100 West loke S$, 
Minneapolis 16, Minn 
Distributors for 
The Pos Lumber Co 
The Pos, Man., 
Reserve, Sask 
Prince George, 8.¢ 
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SPRUCE 


Milled right and delivered fast so you 
can sew up those special profit jobs! 


sashes. Both sashes of the Twin-Tilt 
will swing down flat inside the room 
for safe, comfortable cleaning of al! 
the outside, says manufacturer. Made 
in 56 sizes and many modern styles, 
the Twin-Tilt is a complete window 
unit, with glass, frame and special 
hardware in place, ready to set in the 
wall, it is said. Brown-Graves Co., 
Dept. AL, Akron 1, Ohio. 


Cirele No, 213 on Coupon, page 106 


Picture Wall 
New picture wall titled “Birds in 
Flight” is announced by Pomona Tile 
Mfg. Co. Picture, consisting of a total 
of 62 tiles, each measuring 6” x 6”, 
can be used with plain tile, covering 
wall about & x 9’, or it can be ex 
panded by repeating or regrouping of 
birds to provide a pieture wall up to 
50’ or 100’ in length. In addition to 
complete pattern, tiles can be used 
individually or in groups for smaller 
tile panel Pomona Tile Mfg. Co. 
Dept. AL, 629-22 W. LaBrea, Los 
Angeles 36, Calif. 
Civrele No, 214 on Coupon, page 106, 
(continued on page 80) 


Statement required by the Act of August 24, 
1912, as amended by the Acts of March 3, 1933, 
and July 2, 1946 (Title 39, United States Code, 
Section 233) showing the ownership, management 
and circulation of A be n& 6 j 

3 f jucts M handis published every other 
week at Chicago, Illinois, for October |, 1956 
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C¢ KEYSTONE aluminum frameless tension screen 


Sales that Stay Sold Wii!) Keystone quality 


these aluminum frameless tension screen 


Exclusive Keystone Features No other product 
has all the features which combine to make Keystone throughout, 
Tensions the up-to-date answer to modern screening mean lasting, trouble-free service. No call backs of 
returns 


Full Line of Sizes Keystone Tensions are made to 
small, compact hardware 
fit all standard double hung windows and some sizes in 


for double hung windows 


can't be seen from the street 
between. Extra large sizes are available for outdoor 


enclosures and screened-in porches. Stock a// the size 


patented exclusive adjustable tension catch 


you need—you have no storage problem with the small 


you “dial” the proper screen tension 
compact Cartons 


exclusive floating sill bar . _ 
if it’s Sales You're After = |i's Keystone you want 
adjusts to snug fit on any sill slant , 
Get the full story on these fast-moving Keystone Frame 
sturdy Keystone Aluminum Insect Wire Screening I Tension Screens. Write today to Keystone Wire 


rust-proof, stain-proof, never needs painting Cloth Company, Hanover, Pa 


KEYSTONE 


WIRE CLOTH COMPANY «© HANOVER, PA. 


Warehouses: Fostoria, Ohio - Brookhaven, Miss. 
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when 
you 
display 
them 


TURNBUCKLES 

FLOOR 

MERCHANDISER 

Unit K.1 

Your Cost— 
$69.07* 

Your Profit 
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Norky Attic Fan 


Norky Mfg. Corp., announces the 
development of a mounting arrange- 
ment for its ceiling type Norky attic 
fan that makes the following plus 
features possible, Easy to install, no 
anchoring of fan to attic floor is 
necessary. A compression type 
spring mounting absorbs vibration, 
makes fan quieter. Fan lifts and 
stands, permitting easy covering of 
opening, thus preventing loss of heat 
in winter. The Norky Mfg. Corp., 
Dept. AL, P. O. Box 669, Covington, 
Ky. 


Cirele No, 215 on Coupon, page 106. 
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Vulcanized Fibre in Hardware 
Superior physical properties of vul- 


canized fibre have made possible a 
new line of hardware specialty items, 


tured by National Vulcanized Fibre 
Co., Wilmington, Dela. Solid fibre 
tracks are made in 4’, 5 and 6 
lengths with a single groove for slid 
ing panels and double grooves for 
bypassing glass doors. Engineered 
Products Co., Dept. AL, 129 Smith 
St., Flint, Mich 


Cirele No. 216 on Coupon, page 106 


Shake Insulating Siding 


tird & Son announces it has uti- 
lized the increasing demand for pastels 
in revitalizing the design and addition 
of new colors to its Driftwood Shake 
Insulating Siding. A total of six col- 
ors are now available in the new 
Driftwood line: white sand, tropical 
green, Labrador white, Cuban brown, 


it is said. Introduced by Engineered 
Products Co., this line consists of 
guides and tracks used in sliding glass 
and door panels, After exhaustive 
IN testing, EPCO selected a grade of 
cuneennnse hard gray vulcanized fibre manufac- 


COUNTER 

MERCHANDISER 

Unit K-2 

Your Cest— 
$19.92* 

Your Profit 
$13.28 


$34.53 “eee . . 
Caribbean green and Cape Cod grey. 


Bird & Son Inc., Dept. AL, East Wal- 
pole, Mass. 
Cirele No. 217 on Coupon, page 106, 
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What's Your Answer? 





(Answers on page 88) 


How did Ginter Wardein Co., Alton, IIL, unload 34,159 board feet of 


dimension lumber in 40 minutes? 
PACKAGED 
InN 
SELF-SERVICE 
BAGS 


What five sales-hoosting secrets help Kuiken Brothers Lumber & Hard- 
ware Co, to sell 400 locksets a month? 


In what way was the importance of thickness of home insulation 
demonstrated in the Austin Village (Tex.) air-conditioning tests? 


How can you sell more hardware to builders? 


Name the piece of literature that will help your customers erect a 


A complete line of over 85 
Cyclone lawn fence? 


fixtures also available from 
open stock. 


How many lumber dealers now carry locks, door closers and other 


builders’ furnishing hardware products? 


* Prices slightly higher west of Rockies 


ORDER FROM YOUR WHOLESALER 


Tl hustils 


TURNBUCKLES, INC. 


There are three profitable ways to sell Masonite Ridgeline. Can you 
name them? 


How did the Northbrook (11.) Lumber Co. increase its hardware sales? 


Stapler and tacker sales have multiplied over three times in the past 
five years. What's the secret of bigger tacker sales? 

INDIANA 
MICHIGAN 


MICHIGAN CITY 
BEACH 


8@Ox 333 


FACTORY GRAND 


What is Sheet-Board and what is its purpose? 




















“One good turn (buckle) deserves another” 
Circle No. 77 on Coupon. page 108. 
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TOTAL READERSHIP 26,450,000 


see our advertising in 


Better Homes. 


and Gardens 
TOTAL READERSHIP 15,500,000 


AG AOVERTIOCON® i= 


NEW AS ADVERTISED In 
HOMES Sunset 


bagi MAGAZINE 
TOTAL READERSHIP 923)4 TOTAL READERSHIP 1,685,055 


e Now FRY becomes the 
BIG BRAND NAME in home roofing 
beginning this month with the 
most aggressive, best rounded roofing 
advertising campaign you've 
ever seen. A soveletionary a0 4. Fay com 
new sales-theme ... BONDED 00d * ecm BY Wt tarp mg 
20 YEARS .. . dramatically 
advertised in mass circulation magazines 
.. a wealth of spectacular tie-in materials, FREE to FRY 
*‘bonded”’ dealers . . . all the ingredients for the most sensational sales success ever 
known in the roofing trade! Get on the bandwagon—get YOUR supply of colorful, 
giant-size reproductions of the LIFE ad for your windows; beautiful miniatures for envelope stuffers; 
ad mats, etc.—and, above all don’t be “caught with your Fry Roofing stocks down’! 


Phone, wire or write your distributor—or contact Fry direct—TODAY! 





LLOYD A. FRY ROOFING COMPANY 


World’s largest manufacturer of asphalt roofing and allied products 
5818 ARCHER ROAD - SUMMIT, ILLINOIS (P.0. Argo, Illinois) 
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STANLEY 


Electric 
Tools 





STANLEY a; 


| Buothders 


as advertised in 


POST 


Family Gift Center item 


Two Christmas gift ideas 
that pay off all year long 


Here are the two Stanley Electric Tools selected for special em- 
phasis this year in the IRHA Family Gift Center promotion. 
They are gift promotion naturals, Big profit items that sell best 
on an easy payment basis, they are really practical gifts in these 
do-it-yourself days. Put these selling displays where they'll be 


seen in your store 


they'll sell both saw and router kit for 


Christmas giving. And you'll do all year business in the sale of 


accessories and supplies 


Hé68 6" Sew a brand new 
heavy duty builders saw, full ball 
bearing, with exclusive “Motor 
Saver” drive and “Free-Start” 
guard, Cuts 2x4 at 45°. Costs 


only $64.95 retail 


Sell these tools for complete satis- 
faction to giver and receiver and to 
spur repeat sales of accessories and 
supplies all year long. See your 

, or write Stanley Elec- 
tric Tools, Division of The Stanley 
Works, 120 Myrtle St, New Britain, 
Connecticy:. 


$67.95 


H445 Router Gift Kit the router, 
a versatile tool that does 1001 
woodworking jobs, with guide, 5 
bits and 4 free Easi-Bild patterns 
in gift kit. Any amateur can do 
fine work. $67.95 retail 


STANLEY 


Circle No. 89 on Coupon, page 106 
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High-Production Block Machine 


A new high-production, plain pallet, 
hydraulic two-block machine, the 
GOCORP Jet, is announced. The new 
machine, featuring hydraulic drive, 
will put out a conservative 600 quality 
blocks per hour with a minimum of 
maintenance and upkeep, the company 
points out. Oversized motors, pumps, 
hafts and single-acting cylinders are 
standard equipment, manufacture: 
ays. All working parts are easily ac 
cessible; no pit required. Full height 
molds can be changed in 20 minutes, 
others in not over a half-hour, it i 
said. Gene Olsen Corp., Dept. AL, 
412 Grace St., Adrian, Mich 


Cirele No, 218 on Coupon, page 106 
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Trucks for Heavy-Duty Use 

A complete new line of heavy-duty 
general utility trucks is announced 
These trucks are designed for heavy 
duty use and to handle a great variety 
of materials; such as, cartons, crates, 
cases, boxes, barrels. Available with 
6” x 2” (300-pound capacity) or 10 
x 2% (550-pound capacity) roller 
bearing, semi-pneumatic rubber-tined 
wheels for in or outdoor use, report 
manufacturer. Double or single safety 
loop handles and open or solid nose 
Nutting Truck and Caster Co., Dept 
AL, 1201 W. Division St., Faribault 
Minn 


Cirele No. 219 on Coupon, page 106 
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Chevrolet's 1957 Trucks 
Showpiece of Chevrolet’s 1957 light 
weight truck models is a rakish half 
ton pickup, the Cameo Carrier. In ad 
dition to bolder grille treatment, styl 
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ing changes include’ eye-catching 
streak painted in second color between 
the bright metal moldings along th: 
plastic rear panels. The new 1957 line 
ranges from pickups and sedan de 

liveries to giant tandems capable of 
performing on or off the highway and 
has been expanded to an all-time high 
of 88 models on 22 different wheel- 
bases, manufacturer announces. Chev 
rolet Motor Div., General Motors 
Corp., Dept, AL, General Motors Bldg., 
Detroit 2, Mich 


Circle No. 220 on Coupon, page 106, 
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Rigid Supports for Conveyors 

New heavy-duty rigid supports for 
all makes of gravity conveyor are 
available, manufacturer says. The new 
tri-pod stands, Speed-A-Just, offer an 
easier, surer and safer method of 
ittaining off-floor heights for con 
veyor systems, it is said. Available in 
three different models—small, medium 
and large. Height adjustments possible 
range from 14” to 78” off-floor; con 
veyor rests on stands and requires no 
bolting, reports manufacturer. Speed 
vays Conveyors, Inc., Dept. AL, 195 
Speedways Building, 202 Rhode Island 
St., Buffalo 13, N. Y 


Circle No. 221 on Coupon, page 106 


Telescopic Conveyor & Dock 
A unit, consisting of the Wilkie Tel 


scOpK Conveyor and i mobile do« k, 
has been designed especially to ease 
loading problems where no dock exist 
or where the dock platform is con 
iderably lower than the truck floor 
ing. The Wilkie Telescopic Conveyor 
is mounted on a mobile dock. For load 
ing, the dock is wheeled into positon, 
a hinged ramp is dropped to span the 
distance between truck floor and dock, 
“a power conveyor system raises good 
to be loaded to the telescoping section 
leading into the truck. Wilkie Co., 
Dept. AL, 5520 Arch St., Philadelphia 
39, Penna. 
Cirele No. 222 on Coupen, page 106 
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MERCHANDISE! 


Here’s a new, eye-catching 
Stanley Merchandiser for 
continuous (“piano”) hinges | 


Cancun” 
HINGES 





Stands on floor, hangs on wall 
Bright, 3-color, 584%” high 
display compels impulse buy- 
ing by hobbyist and do-it 
yourselfer 
Front panel swings open, shows 
how to apply hinges 
Holds your choice of these four 
assortments: 

all steel 

all brass 

steel, brass and aluminum 

steel and brass 
Assortments include hinges 
30” and 48” long (merchan 


diser also accommodates 


ACTAL 


fOr mounting 
OF ©498 Weenie 
P . poee. 
lengths 1’ to 6’) 
Screws visibly packed with in 


dividual hinges 


Continuous hinges have an in 
herent appeal to all handymen 
Boxes, louvre doors, cabinets, 
chests — all look neater, stronger, 
more modern when they're 
equipped with these long-lasting, 
warp-preventing hinges 


Ask your wholesaler for details on 
these sales-making M-1 mer 
chandisers and their profitable 
assortments, or write Stanley 
Hardware Division of The 
Stanley Works, | 20 Lake St., New 
Britain, Conn 


STANLEY 
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Here's the Christmas 
gift idea that will 
BACKED BY A BIG 
get a big vote ADVERTISING CAMPAIGN 


Starting in October and into December, 
ads have been scheduled in newspapers 
from coast to coast, including Chicago, 
Detroit, Philadelphia, Los Angeles, San 
who “has everything And remember: Francisco, Minneapolis, Des Moines, Den- 
it's a big ticket sale that will help your ver, and Atlanta, Be ready for the increased 
j demand for Handy Horse by having several 
pairs on hand 


Display Handy-Horse from now on 
through Christmas and watch the sales 
grow. Handy-Horse is the practical, 


different gilt idea especially for the man 


volume in a big wa 


THE ALL-METAL 
HORSE THAT 


FOLDS! 


There is nothing on the 
market like Handy-Horse 
It's lightweight yet will 
hold a quarter of a4 ton 
ajely. Handy-Horse folds 
compactly when notin use 
Every home owner needs a 
pai fo 

orang ) 0 
scaffolding c. ORDER 
NOW! 








‘ ‘ , W KNEE-HIGH ($6.95 retail) 
All leading jobbers have it! TABLE-HIGH ($7.95 retail) 





FEDERAL HARDWARE PRODUCTS, INC. 


3456 Washington Ave Minneapolis 12, Minn 


Circle No. 44 on Coupon, page 106. 


Show ‘em the 


that makes — 


La 


i. | Screening 


BETTER! 


CONVINCE CUSTOMERS Cortland Brand is the screen- 
ing to buy by showing them Wickwire's Multi-Wire 
Edge. Point out how this edge adds strength, rigidity 

causes Cortland Screening to unroll flat, so it 
easier to handle, cut, install. Specify Cortland Brand 
Insect Wire Screening. 100 linear ft. rolls, 18 x 14 
mesh, 24” to 48” widths. Meets U.S. Department of 
Commerce Commercial Standard 


@ CORTLAND BRONZE Special alloy screen 


ing that's rust-resistant 

@ CORTLAND GRAY-WICK Durable, zinc- 
coated screening, made from finest electric 
furnace steel 


@ CORTLAND ALUMINUM Lightweight, rust- 


stainprool Alclad aluminum wire screening. 


hit lene ss 


FREE SALES KIT! Includes streamers, 
os BROTHERS, INC., CORTLAND, N.Y. folders, newspaper mots. Write for it! 


Circle No, 45 on Coupon, page 106. 
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Kwikset Uses Key Design 

A unique color-key design feature 
the new packages and shipping ca! 
tons now being used by Kwikset. In 
design, the new packages feature the 
silhouetted outlines of Kwikset’s un 
usual key shape, with each type of 
lockset represented by a distinguish 
ing color. In each case the key shap¢ 
are in color on a white background 
Kach box is marked on the end flap 
for identifying number, finish, design 
and type of lockset Kwikset Sales 
& Service Co., Dept. AL, 516 Santa 
Ana St.. Anaheim, Calif 


Cirele No. 223 on Coupon, page 106 


M-D Cast Aluminum Numbers 


The new M-D cast aluminum num 
bers stand 5%” high, are %” thick 
with beveled edges and have a painted 
black finish. Each number comes with 
two %” spacer blocks to be used 
behind the numbers to give a shadow 
effect. Each M-D cast aluminum num 
ber is packed in an individual poly 
ethylene bag containing screws and 
spacers. A special self-service display 
board is furnished each dealer at n¢ 
charge with his order for an assort 
ment of 88 numerals. Macklanburg 
Duncan Co., Dept. AL, Box 1197, Okla 
homa City 1, Okla 


Cirele No, 224 on Coupon, page 106 


Something New in Calendars 
Customers receiving 1957 calendar 
from Delta Power Tool dealers will 
have added incentive to buy the com 
pany’s tools, Do-it-yourself hints are 
printed on the back of each calendar 
page. Hints include instruction on the 
use of basic tools and suggestions for 
uch home improvement projects a 
picnic furniture, a patio, playroon 

(continued on page 86) 





MORE THAN A VISE... 
A WORKSHOP TOOL! 





r 360° 


ur me a a 
or laid flat on its base 
the new VERSA-VISE 
turns te any conven 
tent work position 


-” 

tightening the jaws , i 
Tele hs WH ' N ‘ae spas Gad tune Handiest, most useful vise you've ever seen! Extra pipe jaws double 
it's easy to do 


the new VERSA-VISE VERSA-VISE uses! Craftsman, hobbyist or tinkerer 


JAWS TIGHTEN in position —one oper better work with the new VERSA-VISE. See just some of the uses below! 
ation—can't move! 
w . 


sTanos UP 


DOES THINGS 
PUT THE NEW THE WILL-BURT COMPANY 


YOU CAN’T DO 
VERSA-VISE ON DISPLAY! P.O. BOX 531 ORRVILLE, OHIO 


WITH ANY 
OTHER VISE! A real attention getter! Everyone's a Quick Send decies olen on the now VORBA-VIGE ond 
customer! Big-scale national promo VERSA-VISE Accessories | Enter my order for 


wens: tion will have them asking for VERSA-VISE(s) at std. discount Check | | m.o. enclosed 
vist VERSA-VISE! RETAIL PRICE 
is made by $13.95; West of Rockies $14.95. 


THE WILL-BURT COMPANY ORRVILLE, OHIO 


Address P. O. Box 531 
Peeeoseeeeneeeee0000808806086808868668 
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MANUFACTURERS 
WHOLESALERS 


' 












and allied 


Species 


Quality Merchandise 


Personalized Service 


MOULDING PLAWKTS AT: 
@ Klamath Falls, Oregon 
@ Redding, California 
REPRESENTING: 
@ White Swen lumber Co 
White Swon, Washington 


@ Heppner Pine Mills, Inc 
Heppner, Oregon 


@ High Sierra Pine Mills, inc 


Oreville, Catifernia 


MAIN OFFICE: 
856 Senta Cruz Avenue 
MENLO PARK, CALIFORNIA 


Tele tyPr 


aito 


one palo 
Ph 104 


pavenpor’ 





Call or 
write 








| 





TODAY 


We know you wilt 
be well pleased 
with our service. 






and 


WARNOCK 


Incorporated 
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jand home repair Rockwell Mfg. Co 
Dept Al,, 400 N. Lexington Ave., 
Vittsburgh %, enna 


Circle Neo, 225 on Coupon, page 106 





Router Gift Kit 

Router Gift Kit, featuring four free 
Kasi-Bild patterns designed for easy 
tooling by the router, is a new idea 
for selling routers during the holiday 
season being offered by Stanley Elec 


tric Tools, The kit includes an H45 
Stanley router, five bits and the GA 
H249 straight and circular guide 
These are all the tools necessary to 


make a hutch cabinet, TV step table, 
folding and a set of three 
colonial from the patterns, 


screen 
planters 


it is said, Stanley Electric Tools, Div. 
of The Stanley Works, Dept. AL, 111 
Klm St., New Britain, Conn. 
Civele No. 226 on Coupon, page 106 
f 10 
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G Fe tmarter 
NO. 2030 
With Glass S helwes 


Giftmaster Merchandiser 


The new No. 2030 giftmaster is a 
smartly styled floor type merchan 
diser for every type of giftware 
manufacturer say Unit features a 
sweeping, free-form wood base, fin 
ished in modern Grey Plextone, 2 
Spacemaster double-slotted upright 
10 shelf brackets, 16 shelf clips, 4 
rubber padde d legs and 5 smooth 
edged gia shelve fo! ee-through 
visibility, Glass shelves are adjustable 
up or down, at 1 ntervals, Reflector 
Hardware Corp., Dept. AL, Western 
Ave. at 22nd Place, Chicago 8, Ill. 

Civele Ne. 227 on Coupon, page 106 
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Home-Shop Screw Depts. 

Two attractive fastener assortments, 
designated Home-Shop Screw Depart- 
ments No. 1 and No. 2, offer fasteners 
most used by home-shop owners. No. 
1 includes 1552 bright-plated pieces in 
10 boxes providing the most popular 


sizes of flat head wood screws, pan 
head sheet metal screws and round 
head stove bolts with nuts. No. 2 


is also a compact, 10-box selection of 


1440 bright-plated wood screws, in 
cluding flat, round and oval head 
tyles in the most popular sizes 
Southern Screw Co., De pt. 


AL, P. O 
1360, Statesville, N. C. 
Cirele No. 228 on Coupon, page 106 
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Trip-L-Grip Counter Display 
New merchandiser for Teco Trip 
L-Grip framing anchors is an attrac 
tive, two-color, 11” x 14° counter dis 
display illustrating the use of Trip-L 
Grips as joist hangers. The easel 
backed display carries a supply of 
literature describing the anchors’ us¢ 
joist and list 
maximum spans Dealer 
may obtain the display 
and literature, without charge, from 
Timber Engineering Co., Dept. AL, 
1319—18th St., N. W., Washington 6, 
. €3 
Cirele 


connections 
be used. 
new counter 


in wood 
to 


Ne 


229 on Coupon, page 106 


Self-Service Dispenser 
Tearing out a flap along dotted lines 


makes an unusual self-service dis 
penser of the new shipping case for 
Arvon crack filler, ready-mixed oil 


compound to smooth the surfaces for 
immediate painting. Two cans appear 
(continued on page 88) 
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yes indeed — 


whitest in the bag— 


whitest in the mix— 
whitest in the 


completed job! 
TRINATY welt 
TRINITY WHITE 
TRINITY WHITE 
TRINITY WHITE 
TRINITY WHITE 


TRINITY WHITE 


a” 


TRINITY WHI! 


Trinity White is a true portland cement made from materials that 
are free from color minerals. It is an intense and very beautiful white. Makes 
the most attractive of all concrete, either in the pure white or with tinting 
pigments added. A favorite with architects and builders and with 


do-it-yourself home owners. For dealer information write 


Trinity White. 11] W. Monroe a. Chicago 


pny Whit. © 


a product of GENERAL PORTLAND CEMENT CO. DEALERS! 


Send for your copy of this new 
CHICAGO + DALLAS + CHATTANOOGA «© TAMPA «+ LOS ANGELES popular booklet for consumers 


MERCHANDISE} Circle No. 46 on Coupon, page 106 87 














’ LUMBER COMPANY 
Fi INCORPORATED 1921 
ABERDEEN, WASHINGTON 





Manufacturers and Distributors of 


WEST COAST WOODS 


Douglos Fir, Hemlock, Cedor, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbor 
is geared to provide fost, 
experienced ond complete 
information regarding place- 
ment of your order, 


BRANCH OFFICES 


CALIFORNIA 
Eureka 
Menlo Park 
Los Angeles 


OREGON 
Portland 


NEW YORK 
New York City 


MASSACHUSETTS 
Medford 


Fs 


4 ~ 
/7 MAIL THIS >. 
/COUPON TODAY!N 


TWIN HARBORS LUMBER COMPANY 
ABERDEEN, WASHINGTON 


I'd like proof of your quality end serv- 
jee, Send name, addres of my neorest 
Twin Herbers whelesoler or salesmon, 
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dispensing slot when the corru- 
opened, and a8 cans are 


in a 
gated box is 
removed, others drop into place, guided 
by the box and a center divider. Cus- 


tomers are urged to “take one.” Each 
case holds 24 half-pint cans of the 
filler. Arvon Products Co., Dept. AL, 
4710 Stenton Ave., Philadelphia 44 


Pa 


106 
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Display Posters and Banners 
Large, colorful display posters and 


banners, designed especially for 
winging panel displays, are now 
available from Insulite. There are 
five different posters, 28” x 19”, and 
five banners, 28” x 9”. The poster 
feature large photos showing product 
uses and cover a variety of Insulite 
building products. Both the posters 


and banners may be used on walls or 
windows, as well as swinging panel 
displays. Minnesota and Ontario Pa 
per Co., Dept. AL, 500 Investors Bldg., 
Minneapolis 2, Minn. 


Circle No. 231 on Coupon, page 106 
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Rope Pack 
Simplified handling and increased 
sales of manila and sisal rope have 


followed the adoption of a new octag 
onal, corrugated rope box by The 
Hooven & Allison Co., Xenia, Ohio, it 
is said. Designed and produced by 
Hinde & Dauch, the unit permits im 
proved product handling through all 
stages of distribution. Special die-cut 
hand holes facilitate handling of the 
package in transit and storage; a die 
cut circle in the top of the shipper 
permits easy dispensing for sale or 
use. Hinde & Dauch, Dept. AL, San 
dusky, Ohio 


Cirele Ne. 232 on Coupon, page 106 
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Magnetic Catch and Display 


Sterling’s new No. 175 magnetic 
catch is claimed to securely close 
and hold closed—sliding and swinging 


doors. It consists of a lifetime float- 


ing magnet inside a molded Nylon 
case, an oversize steel strike and 


screws. The Nylon case is available in 
natural or walnut brown finish to 
match any door. Each magnetic catch 
is individually packaged in an attrac- 
tive clear view display bag. They are 
shipped one dozen to a colorful self- 
selling reinforced pop-up display car 
ton that takes little counter space 
John Sterling Corp., Dept. AL, 2345 
West Nelson St., Chicago 18, Ill. 
Cirele No. 233 on Coupon, page 106. 
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What's Your Answer? 


(Que stions on page S0) 


1. By using the Interlace method 

made possible by Acme Steel 

strapping. Known as Idea No. U2- 

2, this time and money-saving 

system is available to you, as ex- 

plained in the ad on page 16. 

1, master keying of locks for proj- 

ect builders and homeowners; 2, 

offering key-cutting services; 3, 

loaning installation jigs to small 

builders and homeowners; 4, pre- 
assembly of builders’ hardware 
orders, and 5, maintaining a “full- 
wagon” inventory. See article on 

page 50. 

3. Houses producing best economy 
records had 6” of mineral wool in 
ceilings, 4” in walls, 2” in exposed 
floor areas. See the ad on page 23. 

1. “Get outside the lumberyard. Call 
on the contractors on their jobs 
and in their offices. Explain your 
services and ask for their builders’ 
hardware business,” says Jim 
Novelli, in the article on page 38. 

5. A pocket-size folder titled “How 
to Erect Cyclone Lawn Fence” is 
available in quantity for free dis- 
tribution by you to your fence 
prospects. See the ad on page 41. 

6. Nine out of ten, as explained in 
the article on page 40. 

7. 1, as panels; 2, as siding, and 3, as 
shingles. See the ad on page 46. 

8. Built around a post on one side of 
the showroom is a compact dis- 
play, which displays locks to ap- 
peal to everyone, including the 
high school set, contractor and 
homeowner. See photo on page 34. 

%. Fill in and mail the coupon on 
page 75 for Arrow’s brand-new, 
24-page Sales Manual, full of tips 
and secrets designed to snowball 
your gun tacker sales many times 
over. 


te 


10. A new sheathing panel that is in- 
tended to lower this phase of con- 
struction. See item on page 62. 
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¢ JOO feet 


This Ge eg 


a day with dd from nearby Millingtor 


THESE TYPES OF LUMBER ARE PRODUCED B 


GEORGIA — PACIFIC SAWMILLS 
TO SERVE YOUR NEEDS FOR QUALITY 


CLEVELAND, S. C. + DUMAS, ARK. + FAIRFAX, S. C. 
JACKSON, MISS. * STEELWOOD, ALA 


Shortleaf and Longleaf Yellow Pine and 


Southern and Appalachian Hardwoods 
Cypress—Air Dried and Kiln Dried 


Douglas Fir, West Coast Hemlock and Sitka 
Spruce. Rail and water shipments 


TOLEDO, COOS BAY, MILLINGTON, OREGON 
Kiln Dried Mixed Cars and Cut Stock 


Sugar Pine, Ponderosa Pine and White Fis 
Kiln Dried Pattern Lumber and Flask Stock 


| 

1 
GP) ale 
GEORGIA — PACIFIC 


CORPORATION 
Manufacturers of Western and Southern Lumber 


FEATHER FALLS, CALIFORNIA 
Our Specialty 


SALES OFFICES: Southern Lumber, Southern Finance Building, Augusta, Georgia 


Western Lumber, Equitable Building, Portland 4, Oregon 


BUILDING PropucTs MERCHANDISER Circle No. 47 on Coupon, page 106. 
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ELIMINATES CHIPPING A 
1 ROUGHENING ond CURING. | aN 
| MAY BE APPLIED THIN AS Ji 
LS OS ; 
INCREASE YOUR SALES-DOLLAR VOLUME 
INSTANTLY with LATEX CONCRETE TOPPING 
and REPAIR — WATERPROOF. Use In or 
Outdoors — Will Not Chip, Crumble or Powder — 


Camp's LATEX 
CONCRETE TOPPING* 


Saves Contractors Hundreds 
of Dollars in Concrete 
Replacement and Repairs 





Camp's LATEX 
CONCRETE REPAIR" 


New ‘'Fix-it-Yourself" 
Kit for Homeowners 
A Terrific Seller! 


@ Rough, Pitted, Trowel-Marked 


Uneven or Broken Concrete 


@ Enables anyone to repair own 
brick stone masonry, etc., 
such as broken step edges, ond Masonry can be made 
smooth with ao thin coat of 
LATEX CONCRETE TOPPING 
INDOORS OR OUT.—the an 


frozen” of 


cracks in walks, walls, drive 
ways, silos, curbing, smooth 
ing rough surfaces, etc., quick 
ly and easily. No waste swer to those 
‘rain-pitted”’ concrete sur 


@ One kit is sufficient to patch faces! 


25 to 50 small holes or from 


100 to 300 lineal feet of small easy to apply 


Easy to work 














cracks Packed in drum, wt. 52 Ibe includ 
ng 40 Ibs. of powder, | gal. can of 
@ Complete 14 ib. kit includes lotex Mixer, One 

| vait willcever 
epp. 100 sa. ft 


1 qt. rubber latex and work 1/16" thick 


special cementatory material, 


i trowel 
ng trowe RETAIL PRICE 4 


$4.95 $10.00 


RETAIL PRICE 


LIBERAL LIBERAL 
DEALER | DBALER 
DISCOUNT DISCOUNT 


"Materials are « 

same REPAIN ts 

the email unit 
TOPPNG 


Over 2! Yeors of \ 


Continuous Service 
over 400 sup 
ply dealers 








The CAMP COMPANY, Inc., Dept. Al 


6958 South State Street, Chicago 21, Ill 
Phones:;-TRiangle 4-4770-1-2 
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New Siding Product 

Merchandised under the brand name, Shadow Accent 
Glatex, the new siding material has a deep shadow line 
color-toned on each shingle. Shadow Accent Glatex shingles 
are sold in five popular colors—meadow green, dover white, 
ranch brown, bamboo ivory and sheffield gray. They are 
washable, highly fire and weather resistant and never need 
paint, it is said. Their ceramic coating, baked on under 
high temperatures, is said to be color fast. U. S. Gypsum 
Co., Dept. AL, 300 W. Adams St., Chicago 6, Il. 

Circle No, 234 on Coupon, page 106, 


Interior Door Resists Abuse 

An interior door that would resist protracted abuse in 
public buildings is available. The new Weldwood Custom 
Royal door is surfaced with Micarta. Because of this 
sturdy surface, Custom Royal doors do not require push- 
plates or kick-plates, need no waxing or staining and 
offer no problem in removing fingerprints, dust or grease, 
manufacturer says. Available with an extensive selection 
of lights and louvers. U. S. Plywood Corp., Dept. AL, 
Weldwood Bidg., 55 W. 44th St., New York 36, N. Y. 


Cirele Neo. 235 on Coupon, page 106, 


Self-Seal Asphalt Shingle 

A new, improved,  self-sealing, 
asphalt strip shingle is announced. Trade named Seal-Tab, 
the new shingle is provided with a special Flintkote 
developed adhesive and a 1%” aluminum strip, which ex 
tends across its top and acts as protective parting agent. 
Seal-Tab shingles are claimed to be easy to apply on 
new housing or over old roofs. The addition of the new 
aluminum parting strip has made practical the bundling 
of the self-sealing shingle. The Flintkote Co., Inc., Dept. 
AL, 30 Rockefeller Plaza, New York 20, N. Y 


Cirele No. 256 on Coupon, page 106 


hurricane-resistant 


Heavy-Duty Cleaners & Waxes 

A complete new line of industrial and institutional] floor 
care products for all types of floors is announced. The new 
heavy-duty Bruce Chieftain Label Wax is a self-polishing 
wax and has scuff-resistant qualities. Three other self 
polishing waxes are included in the new line: slip-resistant 
Bruce Celtic Label, general purpose Bruce Tartan Label 
and water-resistant Bruce Aqua-Shield Label. Two new 
cleaner concentrates are also available, Bruce Red Plaid 
Cleaner for cleaning floors and washable surfaces and 
Bruce Wax Remover for cleaning and stripping old wax 
and soil from floors. E. L. Bruce Co., Dept. AL, P.O. Box 
397, Memphis 1, Tenn. 


Cirele Ne, 237 on Coupon, page 106 


Teco Wood Study Kit 

Teco Wood Study Kit contains 54 samples of domesti 
hardwoods and softwoods, foreign woods and special prod 
ucts, such as, a cigarette-burn-proof furniture panel. The 
kit opens a new world of wood to those interested in learn 
ing more about nature’s one renewable natural resource 
In addition to liberal-sized samples, the kit contains a 10 
power hand lens, a carving knife, an 84-page manual on 
how to identify different species and a study guide. Timber 
Engineering Co., Dept. AL, 1319 -18th St., N.W., Wash 
ington 6, D. ¢ 

Cirele No. 258 on Coupon, page 106 


Plastic Surface Plywood 

GPX Yellow, a low-cost plastic surfaced plywood for 
interior or exterior use offers many advantages, it is said 
It is weatherproof, when painted, or it may be sawed, 
machined, drilled, glued or edge-sanded with ease. GPX 
Yellow is so smooth that sanding is never necessary before 
painting, manufacturer says. GPX Yellow comes in stand 
ard 4 x 8 panels in thicknesses ranging from fe” to %”. 
Recommended by the manufacturer as especially suitable 
for barn lining and other farm uses, exterior siding or 
walls, interior and exterior signs, and interior wall panel 
ing. Georgia-Pacific Corp., Dept. AL, Box 634, Portland 7, 
Ore 

Circle Ne. 259 eon Coupon, page 106 
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6 New Profit Opportunities with Novoply 


Nonwarping Novoply is wonderful for 


Handsome and rugged Novoply is ideal 
for furniture 


What is Novoply? 


Novoply is the flattest, most stable wood panel evel 
made. It's an engineered 3-ply construction with 
outer plies of specially selected wood flakes and an 
inner core of resin-impregnated wood chips It is 
carefully fused under tremendous heat and pres 
sure. Novoply will not warp! It is made by an exclu 
sive patented process and should not be confused 


with ordinary “chip-core material, 


Weldwood NOVOPLY’ 


4 product of 
UNITED STATES PLYWOOD CORPORATION 


Weldwood—The Best Known Name in Plywood 


Rur_pING Propucts MERCHANDISER 


New bi fold Novoply 


sliding closet doors stick or get out of line 


for plastic laminates 


Flat-as-a pan ake Novoply is an ideal core 


Why sell Novoply? 


First, there is a wonderful market for Novoply As 
Vou ¢ above there iif al lar number ol tiSscs 
Pheretore, it will appe il to nearly all your custom 
el contractor: 


elfers. Second] 


cabinet hop and do-it-your 
Novoph has a stable price and a 
wood percentage ol profit And Novophy is made 
and backed by the world’s largest pli wood organi 


zation 


United States Plywood Corporation 
55 West 44th St., New York 36, N. Y 


sure of profits. Give me the full 


Name 
Company 
Address 


City State 
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All-Metal Glue Bar 


Acorn Adhesives Co. offers a new 
all-metal glue bar for the counter to 
spur sales, The black-etched metal 
rack is 15%” wide and concentrates 
an assortment of Wilhold glues in 
small space, including two-ounce, 
four-ounce, seven-ounce Glue-Birds, 
small plastic tubes, Contax cement 
and aterproof glue, with storage 
space for additional glue-bar storage. 
Acorn Adhesives Co., Dept. AL, 678 
Clover St., Los Angeles 31, Calif. 

Circle No, 240 on Coupon, page 106 





VISTAWEAYV! 


Vistaweave Merchandiser 


The new Vistaweave Merchandise 
measures 20” x 28” and contains in 
all 45 actual samples, which represent 
266 different possible combinations of 
pattern and color. The new merchan 
dising unit provides a complete cus 
tom-made woven wood department in 
only 20” of space. Complete details 
on how to obtain the merchandiser may 
be obtained by writing Abbott-Miller, 
Inc., Div. of Superior Shade Co., Dept. 
AL, 510 West 126th St., New York 27, 
fas F 
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Wood Finish Display 

Deft Wood Finish offers dealers an 
unusual counter display package. It 
contains a colorful red, white and black 
counter display that holds 
can. It also contains an 8” 
demonstration panel showing the raw 
wood, one and two coats of Deft, plus 
literature and a window banner. Des- 
mond Bros., Dept. AL, 1826 W. 54th 
St., Los Angeles 62, Calif 

t« 
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More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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EASTERN MILLWORK and LUMBER AUDIT SERVICE 


Merges with 


WOLF AND COMPANY 


Certified Public Accountants 


with offices in 


New York, Trenton, Philadelphia, Chicago, Indianapolis, Des Moines, Oklahoma City 


and 28 associated offices 
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Write to: 


FIRST FRANCE “OKOUME PLYWOOD” PLANT 
NEEDS VERY GOOD PLYWOOD SALESMEN IN U.S. 


ROUGIER & Fils 


BOITE POSTALE 94 
NIORT (D.S) FRANCE 


TELEX: 75-028 
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Sherman Fork Lift Loads and Delivers 
5,300 Feet of Lumber in Less Than an Hour! 


Yet, one Sherman Fork Lift and one man did 


It was a busy Saturday morning at the Hudler- 
Moore Lumber Co., LaMarque, Texas. Do-it-your- 
self homeowners were coming in at a steady rate, 
keeping every man busy taking orders. Right at 
the peak of this activity, a local builder called for 
a rush delivery of 5,300 feet of lumber. He needed 
it in a hurry. Less than one hour after the call was 
received, two trucks had been loaded, driven to 
the delivery site, unloaded and the driver was 
back at the yard servicing customers. If hand 
labor had been used, it would have taken nearly 
a day to deliver the order. 


See Your Local 


FORD TRACTOR DEALER 


ROYAL 
For a Demonstration 


PRODUCTS I 
OAK, 


the job in less than an hour. The customer was 
delighted at the excellent service and the driver 
was able to resume his regular duties at the yard. 
As Mr. Hudler puts it, “The Sherman Fork Lift 
is very definitely in our picture. Aside from cut 
ting costs at the yard, we are able to pass along 
the savings to the customer.”’ 

The Sherman Fork Lift will lift 4,000 pounds 
10 feet high and will travel over almost any ter 
rain. Make arrangements now to see it in action 


at your own yard, 


The She an Fork ft is manufactu 


Write 
Today For 


MICHIGAN 1147 


Bulletin No 


POWER DIGGERS «+ FRONT END 1 ERS © FORK LIFTS 


Sins; 


MeEKCHANDISER 


Df? 
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YOU GET AMERICA'S FINEST WITH 


palachian Hardwoods! 


The Appalachian area produces a fine type of Hardwoods—-soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, too. Specify lumber, flooring and specialties of Appalachian 


Hardwoods. Consult the concerns on this page. 


“Cherry River Boom & Ltr, Co., Richwood, W. Va. 


Appalechian Hardwoods, Flooring, Planing Mill Products 
Glued Dimension. 


“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flovring, Dimension. 


*“MoCracken & MoCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 


*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Vieviale and Kentucky Appalachian Hardwoods 
Oak, Peplar. Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods. All facilities. 


% 
t: 


ae D 


* 
. 
. 
. 
° 
* 
. 
. 
. 
* 
. 
- 
. 
. 
. 
. 
a 
. 
. 
+ 
. 
. 
. 
. 
. 
. 
7 
o 
. 
. 
+. 
7 
7. 
. 
. 
. 
7 
* 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
- 
. 
. 
. 
. 
~ 


The M. 8B, Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods 
Century’’ Oak and Maple Flooring. 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Popler, Basswood, Beech 
Cherry, Mahogany and Lavan Lumber. Domestic and 
imported Veneers. Hardwoed Flooring—-Oak and Maple 
Strips and Laminated Block and Special! Pattern Flooring 


“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va 
Hamer Lbr. Corp., Appalachia, Va 


Manufacterers Appalachian Hardwood Lumber 


“Mowbray & Robinsen Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring 


*Member Appalachian Hardwoods 


Manufacturers, Inc 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


1 
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Read House, New Castle, Delaware, is English Georgian style, 


and is as fresh and fine today, as when it was first built 


Double Hung Wood Windows Lend 


Quiet Dignity to Read House 


In 1791, Georg Re id I], fifteen years alter his father signed the 
De laration of Indep nade nce, started to build Read Hous vith 
bricks brought down the river from Philadelphia by barge 

Both exterior and interior of Read House are distinetis 
design. It took ten years to build the house, but it was time 
spent, for it has been lived in for the past hundred and forts 


years A parti ularly pl ising eflect was a hieved through the us 


ol double hung windows house and ws “‘suit’ each other 


per lex tly. 
Modern di ible hung wood window ‘ with pring sash balance 


“ and metal weatherstrippin ,mark their vn contemporary advance 


| 


ment in home comfort and value. Second to none as to service 


Relative inexpensiveness permits generous use 

of double hung wood windows with metal pleasure and satisfaction, neither time nor elements can impati 
weatherstripping their durability and efficiency 

Metal weather tripped double hun wood winds ws eliminate si 

sevenths of all air leak: Savings in fuel costs alone can amount 


to ipproximately “7/0 


WEATHERSTRIP Aeseareh INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128-—RIVERSIDE, ILLINOIS 
MEMBERS: DORBIN METAL STRIP MEG CO MICHOL S METAL STRIP SERVICE 
GARONER WIRE CO PEiMKO MIG CO 
An endless variety of design can be achieved ALLMETAL WEATHERSTRIP CO MACK. ANBURG DUNCAN CO PRECISION WEATHERS TRIP CO 
} ble —_ . GARLAND WEATHERS TRIP MATERIAL CO MASTER METAL STRIP SERVICE REESE METAL WEATHERS TRF CO 
with double hung wood windo They are CENTRAL METAL STRIP C1 MONARCH METAL WEATHERSTRIP CORP SOUTHERN METAL PRODUCTS 
P » > we 5 ) aU ‘ Ou cowr 
easily shaped and their surface receives and CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS. (NC WARNICA PRODUCTS 
holds any type of finish. OLNNIS 42 COLWs HATIONAL METAL PRODUCTS CO, inc ZEGL9S, inc 
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ASPHALT 
SHINGLES 


QUESTION: 


What's new about their design? 


ANSWER: 


Until Ruberoid developed Lok-Tabs, wind-safe roofing 
was available only in a variety of complex patterns, broken 
linn basket weave designs. Lok-Tabs now offer home 





Pat. No. 2,659,322) 


owners popular, straight-line, square tab design in a wind 
sdfe rool 

Modern homes (and older homes being modernized ) 
look their best with the horizontal lines of a square tab 
roof, A Lok-Tab roof is a square tab roof. A_ built-in 
shadow line on each shingle adds a dramatic third dimen 
sion to these lines 

LLok- Tabs’ wind-safe locks allow a wider, more attractive, 
8°’ exposure. Vertical texture lines are available to add an 
expensive shake look. The wide range of new decorator 
colors — in light pastels and deep tones — will 
match any exterior decorating scheme 

On all counts —wind safety, roof 
beauty and modern design — Ruberoid 
Lok-Tabs are new! Call the man from 
Ruberoid today about Lok-Tab as 
phalt shingles. Or write The Ruberoid 
Co,, 500 Fifth Ave., New York 36,N.¥ 


ASPHALT 
SHINGLES 


LoK-1AB 
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New Literature 





Technical Data 


New edition of The Sterling Bolt 
Company’s fully illustrated fastene: 
catalog, marking the 5th revision 
since 1946, is announced. It contains 
purchasing data for a wide variety of 
bolts, nuts, screws, washers and mis- 
cellaneous fasteners. An _ extensive 
listing of standards, weights, and de 
igns is also included. The Sterling 
Bolt Co., Dept. AL, 363 W. Erie, Chi 
cago, IL 


Civele No. 245 on Coupon, page 106 


Merchandising Equipment. A com- 
plete, new merchandising guide of dis 
play fixture equipment for every type 
of store includes 64 pages illustrating 
thousands of merchandise presenta 
tion ideas and hundreds of informa- 
tive photos and illustrations of th 
newest designs and latest trends in 
visual merchandising and = signing 
equipment with in-use applications 
Titled “Rite-Style Merchandising 
Equipment,” catalog 57-D may be 
obtained free by writing Reflector 
Hardware Corp., Dept. FP-D-AL, 
Western Ave at 22nd Place, Chicago &, 
Il 


Cirele No. 244 on Coupon, page 106 


Packaging and Carloading. The 17th 
edition of “Packaging and Carloading 
Guide” has just been published by the 
Signode Steel Strapping Company 
This handy, 4%-page booklet, free to 
all who request it, tells how to pack 
age and carload for maximum product 
protection at minimum cost. Signode’ 


complete line of packaging and car 
loading materials—strapping, seals 
strapping tools, grain doors, retaining 
trips, et are shown and cGescribed 
and instructions are given in their ap 


plication. Signode Steel Strapping C0., 
Dept, AL, 2600 North Western Ave., 
Chicago 47, Ill 
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Bostwick Chan-L-Form Stud. A new 
ly revised, 16-page catalog has been 
produced by The Bostwick Steel Lath 
Company. Reason for the revision cen 
tered around the new Bostwick Chan 
L-Form Stud. The four-page Chan-L 
Form section covers elements of con 
struction, weights, flexibility, job ad 
justments, sizes, framing of openings, 
ceiling attachment and a full-page of 
architectural specifications concerning 
steel studding. The Bostwick Steel 
Lath Co., Dept. AL, Niles, Ohio 
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Aluminum Window. A new 26-page 
catalog fully describes the Tru-Seal 
awning window line. It is available 
from Valley Metal Products Co., 
Dept. AL, Plainwell, Mich 


Cirele No. 247 on Coupon, page 106 


Helpful suggestions on mechanized 
handling of construction materials ar« 
contained in a new 12-page booklet 
Reprints of job-story advertisements 
explain how contractors are using 
crawler-mounted TerraTrac fork lifts, 
with quick-change attachments, to cut 


(continued on page 102) 
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NEWS in BRIEF | 
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Future Spruce Supply Assured 


Fngelmann spruce is on the market 
tu stay and wholesalers and retailers 
who have established a demand for 
the specie are assured of continuing 
supplies. That’s the reassuring words 
of W. F. (Bill) Stewart, general sales 
manager, Pack River Tree Farm 
Products, Spokane, Wash. 

Stewart said a 
grewing number 
of inquiries indi- 
cate lumber deal 
ers fear short 
supplies of Engel- 
mann spruce be 
cause of expected 
early control of 
spruce beetle in 
festation in for- 
ests of northern 
Idaho, western 
Montana and 
southern British Stewart 
Columbia. 

“Following discovery of beetle in 
festation in the late 1940s, many man- 
ufacturers who had never milled or 
logged Engelmann spruce were forced 
to join in the joint public-private 
fight to save an estimated eight billion 
feet of mature spruce,” Stewart says 

“In 1953, more than 300 million feet 
of logs were moved and this increased 
to 440 million last year. This year the 
Forest Service estimates production 
will be 500 million feet.” 

The Forest Service estimates Engel 
mann spruce production will exceed 
300 million feet annually between now 
and 1975. 

“Inquiries directed to us indicate 
many wholesalers and retailers are 
assuming that with the decline of the 
beetle epidemic, production will de 
cline rapidly,” Stewart adds. While 
this may occur in some instances, Pack 
River has laid long-range plans to 
harvest spruce and tree-farm spruce 
for a long time to come.” 

Consumer acceptance of Engelmann 
spruce has occured within a shorter 
period than many other new species 


New Dant & Russell 


Dant & Russell, Inc., a company 
newly incorporated in Nevada, an 
nounced the purchase from Blyth & 
Co., Inc., of the merchandising busi 
ness of the former Dant & Russell 
organization. The new company, of 
which Thomas W. Dant is chairman, 
plans to continue in the lumber busi 
ness as a world-wide sales organiza 
tion. It is capitalized for $2.5 million 
and expects to offer stock in the com 
pany to all employes, it was stated. 

The company will maintain genera! 
sales offices in Portland and other 
sales offices in a number of U. S. and 
foreign cities. 

George M. Syversen, president, 
stated arrangements have been made 
to acquire many of the old company’s 
assets, including inventories, branch 
locations and other properties. The 
cost of these acquisitions was not an- 
nounced. Blyth stiH retains some of 
the assets purchased in July, accord 
ing to Syversen, who was genera! 
sales manager of the original concern 


BUILDING Propucts MERCHANDISE! 


RUBEROID 
AMERICAN 
THATCH 

ASBESTOS ROOF 
SHINGLES 
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QUESTION: 


How will they wear? 


ANSWER: Asbestos-cement roof shingl ire nol 


affected by sun, rain, or exposure because the ire mad 
of indestructible asbestos fibers and portland cement 1 he 
are absolutely fireproof. They have been in use for 50 year 
on some home ind hore have ever worn oul 

American [hatch Asbestos shingles are the most eco 
nomical root in tment a homeowner can make because 


they will last a housetime. For extra wind resistance, they 


are secured with copper storm anchors. To assure long 
lasting beaut olor locked in” by Ruberoid’s exclu 
sive Duroc finish. [his hard resin coating keeps dirt out 
keeps color in 

American [hatch shwmgles offer « xception il roof beaut 
too Irregul irly striated color lines and a thatched butt edg 
give them a three-dimensional appearance. Available in 
Brown, Red, Green, Black and White Blend 

In appearance, in fire protection and 
in long lift American [hatch asbesto 
shingles offer homeowners the best in 
roofing valuc. Call the man from Ruber 
oid about American Thatch shingles 
today. Or writ Ihe Ruberoid Co., S500 
Fifth Avenue, ° York 36, N.Y 
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for PROFIT MAKING 
IDEAS.....it’s a must! 


SrdaNNUAL 


i od 3 40) ©) 8 On BR 
IN ACTION” 


at Chicago! 
Dec.10 thru 13 





A national product and 
equipment show for retail lumber 
dealers! Four full days, packed 
with action and discussion clinics! 
Get your registration in NOW! 

— Write: 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 
18th and M Streets N.W. « Washington 6, D.C. 


Be 


ap 


1EL-Wey disappearing 
stairway creates 
$200 MORE IN Vj} 
\ TIE-IN SALES! 


hie 4 


A 
| 


Because EZ-Way Disappear- 
ing Stairways give easy access 
to attics, it starts home own- 
ers thinking about ATTIC 
CONVERSION. You know 
what that means: more tie-in 
sales, often adding up to $200 
or more! 

And the snowball doesn't 
stop rolling there—for just 
one or two EZ-Way units ina 
housing development creates 
a big demand Ror more! 

Take advantage of the eas 
sales-pulling power of EZ. 
Way Disappearing Stairways. 
Five heudanees models—one 
even works in a closet! All are 
obviously safe and sturdy. 
Prices are sales-compelling! 
Write today for our free ED. 
WAY PROFIT KIT withsales 
aids and more information. 


EZ-WAY SALES, inc. [im 


Box 300-21 St. Paul Park, Minn. 








| 
\ 





Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland 
20 Million for past half century under exacting Forest Manage 


Annual cut 
ment Plan without depletion 
HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
Circle No. 58 on Coupon, page 106. 


UCE delivery costs 
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ROLL-OFF \ 


' 


Complete 
Bed: Shipped 
KO. Easy 
\ssembiy & 
Mounting 
Unioad a Load 
or Half Load at a Time 


The R=B Company 


‘ees canes ames ae ae aeee ones aoe oe 
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DEALERS 
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by the Patten-Blinn Lumber Company 
covering land, facilities, mineral rights 
and six producing oil and gas wells 


Operation Home Improvement for 
1956 will reach a big climax Nov. 2-11, 
when the Detroit Lumbermen’s Asso 
ciation and Detroit Hoo-Hoo Club join 
together with many allied industries 
and businesses to stage a gigantic 
Home Improvement Show at the state 
fairgrounds. R. George Wood, man 
ager of the show, reports that exhibits 
and demonstrations will cover vir- 
tually every phase of the huge home 
mprovement field. 

The Wilkinson Co., which was 
founded in Bethany, Ill, 70 years ago, 
recently opened its sixth lumberyard 
in Mt. Zion. Thomas M. Zook, who has 
been with Wilkinson for 53 years, is 
now in the new office at Mt. Zion 

Unknown thieves recently dynamited 
safes in two Whitesburg, Ky., firms 
and made off with about $250 in cash 
The loot was taken from the Home 
Lumber Company and the Lewis 
Wholesale Company next door... . 
Safe burglars recently smashed 
through a concrete wall of a vault in 
the Mid-City Lumber Co., Wauwatosa, 
Wis., and stole about $100 


Here's How to Warn 
Your Customers 


The Ohio Association of Retail 
Lumber Dealers, Xenia, Ohio, has 
available yeprints of the article, 
“Beware of Home-Repair Racket 
eers”, which appeared in the July 
21st issue of The Saturday Evening 
Post. 

“There are many reasons why 
lumber dealers should endorse this 
expose, which is the strongest blast 
yet against the itinerant peddlers 
who are misusing FHA’s Home Im 
provement Program and swindling 
our customers out of $500 million 
a year,” states secretary Findley M 
Torrence. “One of the reasons is 
that if we just keep quiet about it, 
there is a possibility that some read 
ers may conclude that all of us in 
the building industry are guilty of 
the methods described in the article 
We, therefore, have obtained re 
prints of the copyrighted article for 
distribution by dealers to their cus 
tomers.” 


New Store Dedicated 
CASCADE LUMBER CO., Yakima, Wash 


held an open house recently to dedicate 
its newly built retail store and office. The 
new structure, resembling a western ranch 
house, is enabling Cascade to carry a4 
wider variety of building products 


BUILDING Propur 











"Sell America’s 
Leading 
Fireplace”, = 











BUILDERS — 
QUA HOME OWNERS — 


No man—owner or builder—wants to put a fireplace in a hous 
unless he is confident that it will work and last for the lifetime 
of the house. That's why 3 out of 4 have put their confidence in 


the Heatilator Unit 
The Heatiiator Fireplace Unit... 


.»+has lived up to every sales claim made for it ther 
are more Heatilator Fireplaces in use to prove those claims than 


all other makes combined 


.. «has kept in step with progress over the years. !t has 
been steadily improved for more efficient operation Ic is the only 


unit specifically designed for today’s modern homes 


- » . is the only fireplace unit with a positive Pressure- 


Seal Damper. |v scaling off the chimney air-tight, it climinates 
costly loss of heat in winter and of cooled air in summer 


..» Is sturdily constructed with fully welded seams through 
| 


CT 


out and a one-piece boiler plate firebox designed to last un 


even the severest usag 


@ Write for folder giving full details and specifications 


Heatilator Inc.. 6610 FE. Brighton Ave Syracuse, N.Y 


HEATILATOR Prpdce 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 


below supply your complete needs 


today. 
- 


HALLINAN LUMBER CO. 


628 5. W. Harrison St. Pertiond 1, Ore 
MANUFACTURERS DOUGLAS FIR 


i ‘ Alwater 9236 Teletype PD 457 
t 7 ’ 3 


544 Market S$ 
Sen Frencisce 4, Calf, 


VAN VALER LUMBER CO. 
Radice Central Bidg 
Spekoene 4, Wash. 

TEimple 2743 TWx SP 19 








Phone 


LUMBER COMPANY 





CURTIS 
700 PITTOCK BLOCK, PORTLAND 5, ORE 
FOREST PRODUCTS 


Telephone: AT 6591 Teletype: PDS72 


WALES LUMBER CO, 
OLD MATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our J2nd Year 
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Sign Gets Attention 

An interesting sign has been 
erected by the North Cedar Lumber 
Co., Pine Bluff, Ark., on the side of 
its warehouse facing a_ heavily 
traveled highway. The sign is 24 
feet high, is built of masonite on a 
concrete base and extends 15 inches 
out from the warehouse wall like 
an outside chimney. The sign is 
painted with a coat of de luxe out- 
side white and the lettering is black 
The sign advertises the fact that the 
firm and frames, win- 
dows and frames, cabinets, hard- 
ware, paints, sand, cement, brick, 
roofing, fencing and posts in addi 
tion to making metal screens to 
order, 

Owner Martin Worthern 
that the sign helps his firm get a 
lot of extra business. Many cus 
tomers remark about the unusual 
sign when they come in to buy 


sells doors 


Says 


Portable Bus Stations 


The North Memphis (Tenn.) 
Lumber Co. has erected several bus 
stop stations and secured permission 
to place them along bus routes in 
the area. The stations provide shel 
ter from rain, wind and snow and 
are appreciated by the many bus 
patrons in the area. Each side of 
the station carries a neat sign ad 
vertising the products sold by the 
firm 


Self Service Trellis Display 

To display trellises in its self- 
service lawn and garden center, 
Forkner-Manger Lumber Co., An 
derson, Ind., uses an ordinary shelf 
bracket. Bolted to the perforated 
hardboard display panel, the bracket 
keeps the trellises erect, and keeps 
different designs and sizes sepa- 
rated. Hanging the trellises so the 
bases are a few inches off the floor 
makes housekeeping easier and pre 
vents litter and dirt from gathering. 








A Post Can Be a Display 


Installation of shelving around 
this post at the Peter Lumber Co., 
Philadelphia, Penna., helps hide 
an eyesore and contributes more 
space to show off merchandise. 

Paint accessories are displayed 
on one side and built-up, pyramid 
shelving on the other side forms 
a good spot to show small power 
tools 
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Splitting Boosts 
Vertical Grain on. 
Recovery on 


| ; 


Simpson REDWOOD COMPANY 


ARCATA+ CALIFORNIA 
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NEW LITERATURE 
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handling costs and speed up movement 
of materials in mud, snow and rough 
terrain, with reported savings up to 
10%. Free copies of the booklet may 
be obtained from American Tractor 
Corp., Dept. AL, Churubuseo, Ind 


Cirele No. 248 on Coupon, page 106 


Polyethylene Pipe. Ace Supplex 
flexible polyethylene plastic pipe and 
fittings are described in an eight-page 
bulletin, No, CE-57, recently issued 
Fully described in the bulletin are ap 
plications for Supplex pipe, sizes of 
tandard pipe and fittings, installation 
instructions, technical properties and 
estimated flow rates for water in vari 
ous pipe sizes, Also included is a 
chart which lists many common indus 
trial liquids and specifies which of 
these liquids may be carried in Sup 
plex piping. Copies of Bulletin CE-57 


page catalog shows hundreds of items 
in actual and suggested uses. Hard 
ware for all 4%” and %” perforated 
panels is listed, showing unlimited 
number of applications of hooks, 
racks, shelf brackets, easels, ete. Book 
presents latest techniques in depart 
ment organization teflector-Hard 
ware Corp., Dept. FP-K-AL, Western 
Ave. at 22nd Place, Chicago &, III 
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Sealtight Durajoint. A new bulletin 
describes special advantages of Seal! 
tight Durajoint, a new polyvinyl 
chloride-PVC waterstop for expansion 
and construction joints. The new bul- 
letin tells how Durajoint is specifically 
compounded and designed for use be 
tween adjacent sections of concret« 
tructures and how it may be spliced 
on the job by merely applying heat 
and holding the ends together until! 
bonded. Copies of the new bulletin 
(No. 101) may be obtained by writing 
W. R. Meadows, Inc., Dept. AL, 7 
Kimball St., Elgin, I) 


Circle Ne. 251 on Coupon, page 106 


upon request from The Camp Co., Inc., 
Dept. AL, 6958 South State St., Chi 
cago 21, Ill. 

Cirele No, 252 on Coupon, page 106 


Consumer Data 


Radial Saws. “Getting the Most Out 
of Your Radial Saw” is a 110-page, 
hardbound book about the many uses of 
this versatile woodworking tool. The 
new book is a special addition to a 10 
volume Deltacraft Library published 
by the makers of Rockwell-built Delta 
power tools. It is written especially to 
erve as a working reference for the 
homecraftsmen. A complete manual 
covering all phases of radial saw oper- 
ation in the home workshop, it includes 
over 300 photographs and line draw 
ings. Delta Power Tool Div., Rockwell 
Mfg. Co., Dept. AL, 461 N. Lexington 
Ave., Pittsburgh 8, Penna 
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Fence and Wire Products, A new 38- 
page catalog titled “American Fence 


may be obtained by writing Supplex 
Co., Div. of American Hard Rubber 
Co., De pt AL, 93 Worth St > New York 
13, N. Y 


Cirele Ne, 249 on Coupon, page 106 


and Other Wire Products for the 
Farm” highlights the firm’s numerous 
fence and wire products. Liberally 
illustrated, the new catalog gives full 
details on sizes, installation instruc 
tions and the amount of materials 
is printed on both sides in attractive needed, along with shortcuts on fence 
brown and green. One side contain building. American Steel & Wire, Div. 
information on Camp's Latex Concret« of United States Steel Corp., Dept 
Topping, enhanced by action photo AL, Rockefeller Bldg., Cleveland 13, 
graphs; the other side deals with Ohio 

Latex Quick Floor Patch. Available Ciniic Me. 984 on Coupon: pase 906 


Latex Concrete Topping and Latex 
Quick Floor Patch are fully described 
in a new catalog sheet just issued 
Designed to enable the reader to grasp 
the facts easily and quickly, the sheet 

Merchandise Holders. A new Space 
Klips catalog contains the full line of 
Space-Klips merchandise holders for 
space board and space panels. Will fit 
all perforated panels on the market, 
it is said. Liberally illustrated, 12 





SELL J. NEILS 
PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 








MANUFACTURE PREHUNG DOOR 
UNITS ECONOMICALLY 
THE MASTER WAY 


Treated pole frame construction is increas 
ingly popular for all types of farm buildings 
because it lasts longer and costs less. 

J. Neils poles are straight, strong, with unti- 
form taper. They are selected from our own 
timberlands, and treated (penta or creosote) 
in our own plant. Mixed cars can inc lude poles 
with treated or untreated lumber. Free plans 
and erection instructions are available. Write 


The demand for prehung door units is growing rap 
idly and you can be the one to develop this business 
in your area. Satisfy your customers with precision 
Master Prehung Door Units (interior or exterior) at 
low cost 


Profits can be yours by using Master Prehung Door 
Manufacturing Equipment*. High Speed, trouble free 
assembly of wood doors, split jambs and trim both 
sides can be accomplished economically. Machines 
come pre-set so the first unit and every unit will be 
perfect 

WRITE TODAY for complete information for infomatior 


*Lovered by Pat, & Pat. l’ending 


j\. J. Neils Lumber Company 


MASTER PREHUNG elele) EQUIPMENT MILL AND TREATING PLANT AT LIBBY, MONTANA 


Z & K Tool Company 
Cee, me) ee 











Circle No. 62 on Coupon, page 106. Circle No. 63 on Coupon, page 106. 


yr 15, 1956, AMERICAN LUMBERMAN 








The Gates 
FORM-ula for 


|| PROFIT ] by the growing popularity of the Gates 


Form Tie System—os news gets around among 
builders and architects and demand keeps increasing 


|| PROFIT by carrying Gates Form Ties 


required and lots of profit to be had from it! 


|| PROFIT } by being in on the “ground floor” with a 


system that’s sweeping the country! 


little space 


Dealerships ore still available in several desirable areas. Write for 


literature and dealer price list. au 0/s6 


GATES & SONS. INC. 
80 $O. GALAPAGO, DENVER 23, COLORADO 


Circle No. 64 on Coupon, page 106. 








AN ORDERLY SYSTEM ) 


FOR FILING « STORING « SEGREGATING \ 








TRACINGS © BLUE PRINTS 
SHEET MATERIAL 


_ENGINEERS « ARCHITECTS 
he DRAFTSMEN 
BUILDERS 


PAT. APPLIED FOR 





49 TUBE Model 134” I. D. 


Model 49AB 49CD 4930 4936 4942 
Depth 11%" 224" 302" 364" 42'4" 
Ship. Wt 8 Ib 14 |b 16 Ib 19 Ib 22 Ib 
Price $6.25 $8.35 $1085 $11.95 $12.85 


FILE constructed in 200-lb.test Corrugated Board Container 











25 TUBE Model 212” 1.D. 
Model 2530 2536 2542 
Depth 3014” 361" 42'4" 
Ship Wt. 13 Ib 16 Ib 19 Ib 
Price $10.85 $11.95 $12.85 





F.0.B. FRASER, MICHIGAN 


Enameled Dark Green or Medium 
Gray. State color 
BUY DIRECT—NO DEALERS 


ROLL & FILE SYSTEMS > @ P.O. BOK 3863, OETROIT 5, MICH 
Circle No. 65 on Coupon, page 106. 
PRopD 


MERCHANDISER 











CAULKING 
COMPOUND 
CARTRIDGE 


@ No costly overruns 

@ No messy spillouts 

@ May be used in any Standard 
Cartridge Gun 


With the new cartridge you get results 
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Dual Compartment Plunger is the Answer 
to Neat, Low Cost Caulking Jobs 


Armstrong ‘‘Flow-Control’’ 
Cartridge is equipped with a 
diaphragm action retractable 
plunger. It provides immediate 
release of pressure which stops 


Plunger 
Rod 


li 
“| 


1 


When plunger rf 








the flow of caulking compound 
when plunger rod on gun is 
disengaged. Plunger rod is dis- 
engaged from ratchet by turn- 














ing rod or using trigger release 
when provided 

Another advantage of the 
dual compartment plunger is 


gaged, inner « 


moves bock t 


its provision for expansion and 
contraction of the caulking compound when 
stored in high or low temperature. This feature 
eliminates any possible strain on the cartridge 


sidewall 


Complete Information upon Request 





THE ARMSTRONG COMPANY 


GENERAL OFFICES and Laboratories 
1001 E. 103rd S$t., Chicago 28, Iilinois. 
Other plants: Detroit « Dallas + Richmond, Calif. « Charlotte, N.C 


Circle No. 66 on Coupon, page 106. 
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NEW LITERATURE 


(begins on page 96 





handling costs and speed up movement 
of materials in mud, snow and rough 
terrain, with reported savings up to 
10%. Free copies of the booklet may 
be obtained from American Tractor 
Corp., Dept. AL, Churubusco, Ind 


Civele No. 248 on Coupon, page 106 


Polyethylene Pipe. Ace Supplex 
flexible polyethylene plastic pipe and 
fittings are described in an eight-page 
bulletin, No. CE-57, recently issued. 
Fully described in the bulletin are ap 
plications for Supplex pipe, sizes of 
tandard pipe and fittings, installation 
instructions, technical properties and 
estimated flow rates for water in vari 
ous pipe sizes. Also included is a 
chart which lists many common indus 
trial liquids and specifies which of 
these liquids may be carried in Sup 
plex piping. Copies of Bulletin CE-57 
may be obtained by writing Supplex 
Co., Div. of American Hard Rubber 


hundreds of item 
in actual and suggested uses. Hard 
ware for all 4%” and %” perforated 
panels is listed, showing unlimited 
number of applications of hooks 
racks, shelf brackets, easels, etc. Book 
presents latest techniques in depart 
ment organization Reflector-Hard 
ware Corp., Dept. FP-K-AL, Western 
Ave. at 22nd Place, Chicago &, II) 


Cirele No, 250 on Coupon, page 106 


page catalog shows 


Sealtight Durajoint. A new bulletin 
describes special advantages of Seal 
tight Durajoint, a new polyvinyl 
chloride-PVC waterstop for expansion 
and construction joints. The new bul- 
letin tells how Durajoint is specifically 
compounded and designed for use be 
tween adjacent sections of concrete 
structures and how it may be spliced 
on the job by merely applying heat 
and holding the ends together until 
bonded. Copies of the new bulletin 
(No, 101) may be obtained by writing 
W. R. Meadows, Inc., Dept. AL, 7 
Kimball St., Elgin, Ill 


Cirele No. 251 on Coupon, page 106 


ipon request from The Camp Co., Inc 
Dept. AL, 6958 South State St., Chi 
cago 21, Hl. 

Circle No, 252 on Coupon, page 106 


Consumer Data 


Radial Saws. “Getting the Most Out 
of Your Radial Saw” is a 110-page, 
hardbound book about the many uses of 
this versatile woodworking tool. The 
new book is a special addition to a 19 
volume Deltacraft Library published 
by the makers of Rockwell-built Delta 
power tools. It is written especially to 
erve as a working reference for the 
homecraftsmen. A complete manual 
covering all phases of radial saw oper 
ation in the home workshop, it includes 
over 300 photographs and line draw 
ings. Delta Power Tool Div., Rockwell 
Mfg. Co., Dept. AL, 461 N. Lexington 
Ave., Pittsburgh 8, Penna 


Cirele No. 253 on Coupon, page 106 


Fence and Wire Products, A new 38 
page catalog titled “American Fence 
and Other Wire Products for the 
Farm” highlights the firm’s numerous 


Latex Concrete Topping and Latex 
Quick Floor Patch are fully described 
in a new catalog sheet just issued 
Designed to enable the reader to grasp 
the facts easily and quickly, the sheet 

A new Space is printed on both sides in attractive 
Klips catalog contains the full line of brown and green. One side contain 
Space-Klips merchandise holders for information on Camp’s Latex Concret: of 
space board and space panels. Will fit Topping, enhanced by action photo AT, 
all perforated panels on the market, graphs; the other ide deals with Ohio 
it is said. Liberally illustrated, 12 Latex Quick Floor Patch. Available Circle No. 254 on Coupon, page 106 


fence and wire products. Liberally 
illustrated, the new catalog gives full 
details on sizes, installation instruc 
tions and the amount of materials 
needed, along with shortcuts on fence 
building. American Steel & Wire, Div 
United States Steel Corp., Dept 
Rockefeller Bldg., Cleveland 13, 


Co., Dept. AL, 93 Worth St., New York 
12, N. Y 


Cirele No. 249 on Coupon, page 106 


Merchandise Holders 





SELL J. NEILS 
PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 





MANUFACTURE PREHUNG DOOR 
UNITS ECONOMICALLY 
THE MASTER WAY 


Treated pole frame construction is increas 
ingly popular for all types of farm buildings 
because it lasts longer and costs less. 

J. Neils poles are straight, strong, with unt- 
form taper. They are selected from our own 
timberlands, and treated (penta or creosote) 
in our own plant. Mixed cars can include poles 
with treated or untreated lumber. Free plans 
and erection instructions are available. Write 


The demand for prehung door units is growing rap 
idly and you can be the one to develop this business 
in your area. Satisfy your customers with precision 
Master Prehung Door Units (interior or exterior) at 
low cost 


Profits can be yours by using Master Prehung Door 
Manufacturing Equipment*. High Speed, trouble free 
assembly of wood doors, split jambs and trim both 
sides can be accomplished economically. Machines 
come pre-set so the first unit and every unit will be 
perfect 

WRITE TODAY for complete information for infomation 


Pending 


J. Neils Lumber Company 


MASTER PREHUNG DOOR EQUIPMENT Bray rag RO mere eg 


Z & K Teol Company 
407 Send Hill Read, Lebanon, Pa 











Circle No. 62 on Coupon, page 106. Circle No. 63 on Coupon, page 106. 


y | 19 MERICAN LUMBERMAN AND 











The Gates 
FORM-ula for 


|| PROFIT | by the growing popularity of the Gotes 


Form Tie System—oas news gets around among 
builders and architects and demand keeps increasing 


|| PROFIT ] by carrying Gates Form Ties 


required and lots of profit to be had from it! 


|| PROFIT by being in on the ‘ground floor” with a 


system that’s sweeping the country! 


little space 


Dealerships are still available in several desirable creas. Write for 


literature and dealer price list. au o/se 


GATES & SONS, INC. 
80 SO. GALAPAGO, DENVER 23, COLORADO 


Circle No. 64 on Coupon, page 106. 








AN ORDERLY SYSTEM ) 


FOR FILING « STORING « SEGREGATING \ 








TRACINGS © BLUE PRINTS 
SHEET MATERIAL 


ENGINEERS « ARCHITECTS 
3 DRAFTSMEN 
BUILDERS 


PAT. APPLIED FOR 





49 TUBE Model 134” I. D. 


Model 49AB 49CD 4930 4936 4942 
Depth 11%” 22%" 3012" 364" 42\4"" 
Ship. Wt 8 Ib 14 lb 16 Ib 19 Ib 22 Ib 
Price $6.25 $8.35 $1085 $11.95 $12.85 


FILE constructed in 200-lb.-test Corrugated Board Container 











25 TUBE Model 212” I.D. 
Mode! 2530 2536 2542 
Depth 3012” 36" 42'4" 
Ship Wt. 13 Ib 16 Ib 19 Ib 
Price $10.85 $11.95 $12.85 





F.0.B. FRASER, MICHIGAN 


Enameled Dark Green or Medium 
Gray. State color 
BUY DIRECT—NO DEALERS 


ROLL & FILE SYSTEMS, INC. © P. O. BOX 3863, DETROIT 5, MICH 
Circle No. 65 on Coupon, page 106. 
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CAULKING 
COMPOUND 
CARTRIDGE 


@ No costly overruns 

@ No messy spillouts 

@ May be used in any Standard 
Cartridge Gun 


With the new cartridge you get results 














Dual Compartment Plunger is the Answer 
to Neat, Low Cost Caulking Jobs 


Armstrong ‘‘Flow-Control”’ 
Cartridge is equipped with a 
diaphragm action retractable 
plunger. It provides immediate 


Piunger 
Rod 


rclease of pressure which stops 
the flow of caulking compound 











when plunger rod on gun is 
disengaged. Plunger rod is dis- 
engaged from ratchet by turn- 











ing rod or using trigger release 
when provided 
Another advantage of the 
dual compartment plunger is 
its provision for expansion and 
contraction of the caulking compound when 
stored in high or low temperature. This feature 


z idewall 


Complete Information upon Request f 





eliminates any possible strain on the cartridge 
THE ARMSTRONG COMPANY 
GENERAL OFFICES and Laboratories 


ys) 
1001 E. 103rd $t., Chicago 28, lilinois. Ba 


Other plants: Detroit + Dallas « Richmond, Calif, + Charlotte, N.C 
Circle No. 66 on Coupon, page 106. 
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Classified Advertising 


Terms Cash With Order 
Minimum Charge $6.00 
Rates 


| Time 25e per word tor each insertion. 


Minimum charge of $1.25 per line 
3 Times We per word tor each consecutive 
insertion. Minimum charge of $1.00 
per line 


Add $1.50 per insertion for blind ads bearing 
box number. 
discount 


comminasion or cash 


No agency 
allowed 


All ads for classified section must be in Pub 
lisher's office 14 days preceding date of publi 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed 


Replies forwarded without additional charge 
Count five words to a line and when less are 
ee or used, regular line rate is charged 

hen anawering box numbers or mailing copy 
for ads address them to 


AMERICAN LUMBERMAN, INC 
139 N. Clark &St., Chicago 2, Ill 


HELP WANTED 





DETAILER AND BILLER 


Florida Special Millwork Company wishes to 
employ experienced Draltsman who can make 
details and bill into Mill. None but competent, 
sober man need apply. Address Box R-27 
Americ an Lumberman Inc 


THERE IS A JOB WAITING 
FOR YOU IN SOUTH FLORIDA 


it you are an experienced lumber yard 
manager. Due to the tremendous 
growth of this area our Company is 
expanding. This creates a need tor 
experienced managers. Ii you desire 
the opportunity to work for a well 
established firm and enjoy the benefits 
of living in South Florida please write 
in complete detail as to your personal 
background, Enclose a resume of your 
past experience along with a recent 
photograph and mail to Box No. P-62 
American Lumberman, Inc. 


WANTED--SALESMAN 


Wholesale lumber and building supplies in 
Northwestern Indiana. Must know our prod 
ucts and be a go-getter. Party accepted for 
position will have unlimited opportunities for 
lifetime job, but must undergo a thorough in 
vestigation as to ability. Strictly a guaranteed 
salary plus commission. Address Box R-33 
American Lumberman. In« 


MILLWORK 
2 DETAILERS 6 BILLERS—-1 ESTIMATOR 


Applicant must be competent, dependable, and 


experienced in architectural millwork for 
schools, hospitals, churches, public and office 
buildings. Permanent position, excellent work 
ing conditions, and air-conditioned offices. Ex 
cellent opportunity with a large and old estab 
lished manulacturer (since 1907). State ex 
perience, availability, salary. age, etc. Age is 
no barrier if in good health. All replies held in 


strict confidence 


The Kaaz Woodwork Co., Inc. 


Leavenworth, Kansas 








HELP WANTED 





WANTED: Experienced retail lumberman to 
fill position of Division Superintendent for 
group of line yards. Address Box R-42 Amer- 
ican Lumberman, Inc 


WANTED: Experienced retail lumberman for 
position as manager of successful retail yard 
in thriving community, Address Box K-43 Amer 
ican Lumberman, Inc 


Old Chicago wholesale firm with excellent mill 
accounts for all species needs experienced 
salesman to call on retail trade in Central and 
Northern Illinois, established territory. Split 
profit basis. Excellent opportunity for right 
man. Write giving age. resume of experience, 
etc. To Box R-44 American Lumberman, Inc. 


HELP WANTED 


Nationally known retail line yard compeny has 
opportunities for young men who wish to make 
the retail lumber and building material field 
their future. Starting as assistant manager or 
bookkeeper; experience desired but not neces 
sary. State educational background, experi- 
ence, and age. Salary above average of the 
industry. Address Box R-51 American Lumber 
man, Inc. 





SITUATIONS WANTED 





Midwest Retail Manager, age 37. desires 
change to West, Southwest or South. 20 years 
experience one employer, 10 years manage 
ment experience all phases wholesale and re 
tail operation over $500,000. Honest, intelligent, 
industrious, friendly, reasonable and respon 
sible. Knows how to make a profit. Can han 
die management, purchasing, selling, con- 
struction and organization. Can act indepen- 
dently or under direction. Want opportunity. 
Address Box R-34 American Lumberman, Inc. 


LUMBERMAN: Thoroughly experienced in al] 
phases retail, wholesale and housing. Archi 
tectural background, age 35. Executive posi 
tion only considered with aggressive firm offer 
ing unlimited scope. Available Feb. |, 1957 
Address Box R-45 American Lumberman, Inc 


LUMBER YARD MANAGER 


Thoroughly experienced in all phases lumber 
and millwork supervision, with fan knowledge 
of house pretabrication. 43 years of age. Can 
take full charge. Will relocate. Address Box 
R-46 American Lumberman, Inc 


SALES REPRESENTATIVES 
WANTED 








COMMISSION SALES REPRESENTATIVES 
WANTED 


for a few choice protected territories to cover 
lumber, building material and hardware trade 
for old established door lock manufacturer 
Mention territory covered and lines carried 
Address Box Ri hy American Lumberman, Inc. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave.. New York 17 
401 Park Bidg., Pittsburgh 22, Pa 
105 Lake Street. Reno, Nevada 





SALES REPRESENTATIVES 
AVAILABLE 





Manulacturers representative company of 
three experienced men, two and half years in 
business desire an additional volume line for 
lumber and building supply dealers in the 
State of Indiana and Louisville. Kentucky. 


Reply to: D. D. Dawson & Company 


500 Board of Trade Building 
Indianapolis 4, Indiana 


Manufacturer's Representative Available 

An established and aggressive sales organiza 
tion is seeking additional lines. We offer 
unique representation in New York Area. Our 
selling “Know-How” and more than 800 dealer 
accounts can be yours. Interested only in major 
lines for rated manufacturers. Please write 
fully. Information confidential. Address Box 
R 24 American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





WHOLESALE OPPORTUNITY 


Established operating remanufacturing com 
pany located in the Lodgepole Pine Belt on an 
East-West Main Line Railroad. Yard capable 
of five million foot inventory. Loading capac 
ity two cars inside, four cars outside. Equip- 
ment as follows: Newman 512 Planer. Double 
End Trimmer, Two Pineapple Feed Tables 
Fay & Egan Matcher-Moulder, Turner Resaw, 
Blower System, Standard Dry Kiln (Capacity 
85M’), RC 150 Hyster, XA 60 Hyster, 1953 
Dodge Truck, 1954 Chevrolet Pickup. Knife 
Grinding Equipment, Extra Heads and Knives 
for Planer and Matcher-Moulder, Extra Resaw 
Blades, 400 Feet Speedskid Conveyor. Large 
amount of Drying Sticks, approximately one 
million feet in inventory. Lodgepole Pine, Pon 
derosa Pine, and Spruce Contracts available 
if desired. Milling in Transit Privileges. Com 
plete rest room and office facilities. Olfice 
equipment. Owner willing to retain minority 
interest and act as sales outlet if desired 
Write Box R-40 American Lumberman,. Inc 





BUSINESSES FOR SALE 





Two prolitable retail building material yards, 
central lowa, one yard towns of 1000 popula 
tion each. Good building and equipment, lo 
cated on main street. Owner has to sell on 
account of health. Address Box R-47 American 
Lumberman, Inc. 


Lumber and building material. No coal. North 
western Illinois growing industrial and farm 
community of 25,000. Gross sales 1955, $254,000. 
Anticipated sales 1956 $300,000. Very profitable 
operation. Owner has other interests. Equip 
ment $12,500. Inventory at market. Lease on 
store buildings and land with track $250 per 
month. Address Box R-48. American Lumber 
man, Inc. 


For Sale: Lumber and building material. West 
ern Illinois industrial and farm community. 
Annual sales $200,000—can be increased. Will 
take $49,000 to handle. Reply Box R-49 Ameri 
can Lumberman, Inc. 


RETAIL LUMBER AND BUILDING SUPPLIES 


Lecated on Sun Coast of Florida, serving 
metropolitan area 200,000. Annual sales ap 
proximately $400.000. Can be tripled in short 
time. Total price $80.000 plus inventory approx 
imately $60,000. Address Box R-SO American 


Lumberman, Inc. 


1YS¢ iERI . LUMBERMAN AND 








BUSINESSES FOR SALE 





Fer Sale: Wholesale and retail lumber yard. 
sawmill, planer, well equipped, and building 
supplies. For further information write: 8. 
Jones Lumber Co., Louisville. Georgia. 


FOR SALE 


Retail lumber and planing mill business in 
Northwestern Pennsylvania, the — one 
doing architectural millwork and making a 
specialty of schools, hospitals, churches and 
fine cabinet work in an area of 200,000 pop- 
ulation or within a radius of 40 miles. This is 
an efficiently equipped pliant including build 
ings and cant with clean inventory. Owner 
wishes to retire. Terms to responsible persons 
Address Box R-36 American Lumberman, Inc 


For Sale or Lease 


Wholesale and Retail lumber business. Ex 
pecting to do 3 million gross this year. Last 
year's total sales were 2!/, million ll modern 
buildings and equipment with modern layout 
including railroad siding. and on main artery 
Approximately 11 acre land. Located in South 
ern Cennecticut. Principals only. Address Box 
R-37 American Lumberman, Inc 


Lumber yard for sale, located in heart of 
Pennsylvania oil fields, approximately 25,000 
population, Smal| mill including living quer 
ters and apartment, also inventory: owner 
selling due to sickness: will take small down 
payment, terms. Owner selling direct. Address 
Box R-38 American Lumberman, Inc 


FOR SALE: Retail Building and Hardware 
business in a good farming community. All 
buildings have been replaced this year. Stock 
recently replaced due to fire. Regent Lumber 
Co., Regent, N. Dak. 





Cancer can’t strike me, 
I’m hiding. 


mis Cancer? 
The American Cancer 
Society says that too 
many people die of it, 
NEEDLESSLY ! That's why 
I have an annual medical 
checkup however well I 
feel. I know the seven 
danger signals. And 
when I want sound 
information, I get it 
from my Unit of the 


AMERICAN CANCER SOCIETY 


BUILDING PRopucTsS 


MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





Lumber For Sale 
2 cars 1x6 #2 AD YP S2S46CM 
fob Chicago rate 
2 cars lx® #2 AD YP Shiplap 
fob Chicago rate 86.00 
Car KD Sound Knotty Cypress Panel 152.0¢ 
Louisiana stock good lengths 
Can SPIB Grade mark 
Can mix with Western woods out of our ware 
house. 
Gaiennie Lumber, Box 1774, Shreveport, La 


$81.25 


Kiln Dried Douglas Fir Industria! Clears 
Standard sizes through 16/4 


Also 


Extension Ladde: Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 

Inquiries answered promptly 
Al Clements Lumber Co 
P. O. Box 908 
Eugene, Oregon 

Phone 6-2531 TWX EG.049.U 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 


Write for prices and information 


THE MINNESOTA SPECIALTY CO 


Minneapolis. Minn 


USED MACHINERY FOR SALE 








FOR SALE 


V-60 Yates Resaw 60°' LH—tilt rolls, Practically 
new. Pilot wheel set works for fractional saw 
ing. V-belt drive 75 HP, Six 18 gauge saws 
Last word for complete unit. $8600.00 


HUSS LUMBER COMPANY 


1350 W. Fullerton Ave 
Chicago 14, Illinois 


LUMBER TRUCKS FOR SALE 


2-Ford Cab-over-engine trucks with 
bodies. Good condition 
1 Fruehauf Trailer Rolloli 


| Ross Carrier (new motor) 


Bishop Lbr. Co., 2315 N. Elston 


Rolloff 


Model 71 


Chicago, Ill 


Planing Mill Machinery For Sale 


Lett Hand Band Saw, 64” Wheels. 3 block 
Knight Manutacturing Carriage. Boss Timber 
sizer, 30x16. Berlin #91 planer and matcher 
15x6. American #341 Resaw., 54” Wheel 
Greenlee Rip Saw #427. Hanchett 10” Lap 
Grinder, Band Saw Clamp 8 Lancaster 
Geared Blower #40. Baldwin circular saw 
sharpener 274015. Blower fans 35 to 60”. Sprin 
kling system buidling 100x100. Machines motor 
belt driven on Rockwood bases with starters 
Attractive prices. For further information write 
Bishop Lumber Co., 2315 N. Elston, Chicago 
il 


BOOKS FOR SALE 





HANDY LUMBER CALCULATOR. A usetul 
pocket size manual including a lumber cal 
culator for standard sizes, log rules, esti 
mated weights of lumber and useful miscel 
ljaneous lumber tabulations Price 50 conte 





LOGGING. By WN. C. Brown. The principles 
ond methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to qain a better un 
derstanding of logging methods empleyed 
Price $5.00. 


AMERICAN LUMBERMAN. INC 
139 N. Clark St., Chieago 2, 1 


FOR INSULATION 


DUO-FAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speeded and simplified by OUO-FAST 
TACKERS and STAPLES 

You will like dealing with DUO-FAST 

You will like our FREE SERVICE 
POLICY. You will like the dealer aids 
available 


Write today for the Duo-Fast Story 


DU0-FAST 


FASTENER CORPORATION 
860 Fletcher—Chicago) 14 


Circle No, 79 on Coupon, page 106 





( Here's the one thar \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit 
SELLS BETTER because 


WILL NOT SHRINK Mt WORKS BETTER 


STICKS AND STAYS pijy 








Most dealer 

“Our sale 1 

ham’s Rock 

Water Putty keep 
doubling yeur fle: 
year.” What's more, 
Durham's Rock 
Hard Water Putty 
gives you by far the 
best profit margin on 
any product of this 
nature, Use it yo 
ee why it sel 0 
larly. Many patching 
fall out or chip off 
Water Putty d ‘ 
not. It stick nd sta 
chisel it, paint or poli 
finish. Fa y to 
economical 

needed 

4-lb. cans to « ‘ 
play. Av ¢ in 25, 0, 100 


silable in 25, 50 
industrial users, Order from y 


The PLASTIC Repair Material 
in POWDER Form 


Civcle No. 80 on Coupon. page 106 
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For lasting Beauty and Protection — | USE COLORS 


choose Ie Ridge » , ig | OKOMO vane tae 


FACTURER’S 
Decorator Styling and ORN ERS ASBESTOS SIDING 
Superior Craftsmanship are MADE OF 
casetully blended to for ASBESTOS SIDING one 
bring you the finest in LAP OR BEVEL SIDING 
overhead doors! Send for Full De- 
WOOD SHINGLE SHAKES talls, Samples ond 
PLYWOOD OR HARDBOARD iaoees 


RIDGE voici since ns BUGHER MFG. CO. 


211 S. Main Street, Kokomo, Ind. 
In ovr complete line, there is a Ridge Door for every home, taste and budget 


Circle No. 81 on Coupon, page 106. Circle No. 82 on Coupon. page 106. 

















PONDEROSA PINE — SUGAR PINE 


porciaanas WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


maeeres SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Circle No. 6) on Coupon, page 106. 











s BLANK 
keep informed on “WHAT’S NEW!” 


, =e 8 8 6 1 13 17 18 #19 «#20 


FOR INFORMATION ON 21 #22 #23 25 27 1 33 37 38 39 «40 
41 42 43 45 47 51 53 57 se 59 60 
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MERCHANDISE 


GIVE 
Year-cured 
Cheddar 


DISTINCTIVE-DELICIOUS 


$5.50 postpaid 


We shelf-cure these selected 5 Ib. wheels 
more than a year at carelully controlled 
temperatures. This brings out to the full 
the sharp, nutty flavor of thu famous 
New York State cheese 

Some of our customers tell us it's the 
finest cheddar made today, but they may 
be prejudiced, Anyway ¢ do feel that 
it's a cheese you can give ith complet 
confidence, and that your friends and 


customers will appreciate your judgement 


Available in Old-fashioned Weed Cheese 
Box—$.50 extra, West of Mississippi, add 
$.50; West of Rockies, add $.75. Write fer 
discounts in lots of 50 of more 


Send check or money order to 


Mohawk Farms 
Pittsford 12 New York 
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Recommended Reading for Lumber Dealers 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these ease his 
tory articles on what other dealers are doing 
to solve their materials handling problems 
Here are ideas you can adopt in your yard 
today , 60¢ 
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CHICAGO 2, ILLINOIS 
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Robert E. Russell Joins 
Collins Organization 


Announcement of the addition of 
Robert E. Russell to the staff of 
Maurice FE. Col 
Lal lings Organiza 
tion, Chicago 
| ae public relations 
he firm, is made by 
e- Maurice E, Col . 
ling. Russell will New Ruberoid Felt Mill 
serve as directo1 ARTIST'S SKETCH shows new roofing felt mill of The Ruberoid Co., which is now being 
of product mer erected in Savannah, Ga. When it goes into operation early in 1957, the new plant will 
supply Ruberoid's Savannah roofing factory The mill will have a capacity of 80 tons 


chandising. For 
of dry felt a day 


Russell merly managing 
director of 

Home Maintenance and Improve 
ment and managing editor ot 
imerican Lumberman, publications 


of Vance Publishing Corp., Russell Streater Firm te ber Co “seg oa 5 aes cre 
is recognized as an authority on . fixtures for drug ane lardware 
a of materials and serv Leave Minnesota stores. It also maintains a nation 
ices in the construction industry Plans for moving Streater Indus wide store planning and merchan 
and is well known as a writer and tries, Inc., out of Spring Park, dising division. The business was 
peaker on the subject Minn., are announced by the com started in the 1930s by E. C. Strea 

A native of Indianapolis, Ind., pany’s president, E, C, Streater. It ter, son of lumberman Lewis E 
Russell is a graduate of Butler Uni is planned to locate plants in Iowa, Streater, who died in 1955. It was 
ersity. Formerly he was on the Tennessee and California, which incorporated in 1945. Ralph Strea 
public relations staff of General will be closer to the firm’s markets ter, an uncle, is general manager of 
Motors Corp. and was public rela Streater added the lumber company. The factory 
tions director of the Indiana Lum The company, which merged in move is not expected to affect the 
ber & Builders’ Supply Association June with the L. E. Streater Lum- lumberyards 





the most versatile 


HOW MUCH DOES 
- OIST HA N G t R : IT HI | You 


rt, 10 UNLOAD A CAR ? 


# 
' 


You'll Save Money 
by Calling 
manpower,inc. 
for Temporary Help 
Because: 


1. You pay only for the hours we actually do your work 
— use as many of our employees as you need for 
4 hours, a day, a week, or longer. 


@. We pay our employees, keep all payroll records, 
pay all taxes and insurance. 


Teco Iripl Grip Framing Anchors 3B. Our low hourly rates and contract prices will 


amaze you. 


ELIMINATE heavy strap hangers, 
4, No need to use production men for unloading work. 


notching, shimming, toenailing. 


One size fits joists from 2” x4” to 2x12” 


® 
STOCK ONE SIZE ONLY! manpower, inc. 
Write today for DEALER ARRANGEMENT OVER 90 BRANCH OFFICES COAST TO COAST 


Tl M BER ENGINEERING co MPANY Write for illustrated brochure to: 
Dept. 56-A 
1319 18th Street, N.W., Washington 6, D. C. 
Circle No, 67 on Coupon, page 106. Circle No. 68 on Coupon, page 106. 
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ADALOX ...the finishing touch 
peste for added sandpaper sales 


When your customers put Behr-Manning ADALOX 


Sandpapers on the business end of machine or hand 


No. 54 Sandpaper Rack makes it easier 


sanders, they're working with the same high-quality abrasive 
proved so successful throughout industry today 

Phey’ll find smooth, fast finishes are the order of the day 
which add up to profitable repeat orders for you 
ADALOxX is available in Belts, Cut Sheets, Rolls and Discs 
Grit Sizes range from very fine to very coarse 

For details, contact your jobber, or write 


Behr-Manning, Troy, N. Y., Address Dept 


Branttord 


BEHR-MANNING CO. 
Order for above includes free Dealer Goaronp 
Guide for power tool abrasive sizes. 
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“How KORMICA Became a Profitable Major Line,” 
according to Mr. Ray L. Chader of Chader-Monarch Co., Des Moines, lowa 


Selling Formica laminated plastic sheets across 
the counter to the on-the-job applicator has be- 
come “big business’’ for thousands of lumber, 
building material and floor covering dealers the 
country over. Typical of these successful mer 
chandisers is Chader Monarch Co. 


MR. CHADER says, 


** At the time of inception of the Formica line we were 
told an inventory of Formica would provide a steady 
yearly sales volume and would also carry additional 
sales of such material as adhesives, metal trim, floor 
coverings, sink rims, and other similar items. 


Actually, our sales growth and profit picture on 
Formica assumed the proportions of a major line 
and materially influenced the sales of related items 
as well as the acquisition of new customers, Prob- 
ably, the two most influential reasons for this is 
Formica Contact Bond Cement, both regular and 
industrial, and the fact that Formica is a familiar 
trade name with enthusiastic consumer acceptance 
backed by a product of proven merit.” 


Your business can equal this record. 


Why not have a Formica representative call on 
you with full information? Just write Formica 
4501 Spring Grove Ave., Cincinnati 32, Ohio 
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Seeing is believing. If this wash-off identification 


is not on the sheet, it's not FORMICA. 
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